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This Week: 


@ What is the secret of success in selling life 
insurance? No one can tell you better than 
Leon Gilbert Simon. We succeeded in getting 
this busy man to write on the subject and have 
placed his article on pages 4 and 5 so that you 
won't miss it. 


@ One of your strongest selling points is the 
exemption of life insurance from creditor's 
claims. Albert Hirst, counsel for the New York 
State Association, gets down to brass tacks 
and reads you the law on the subject. 


@ Keep abreast of the outstanding news—The 
Missouri State Life controversy, the alleged 
encroachment of the inland marine writers on 
the casualty field, and—what's this?—a fire in- 
surance agent objecting to high commissions. 


Next Week: 


@ Every fire insurance underwriter, and every 
agent, ought to know what elements in building 
construction constitute a good, or a poor, risk. 
Charles C. Dominge, co-author of “Building 
Construction as Applied to Fire Insurance” dis- 
cusses these questions not from the view point 
of an architect or a builder, but as a fire insur- 
ance underwriter. A rare type of article—un- 
usually informative. 


@ Bonds, bonds, bonds. Contract, fidelity, de- 
pository. The part they play in bulwarking 
American credit and construction described in 
an attractive article. 


@ The Ranking Ten in Casualty Lines—The 
All-America lineup of stock companies writing 
the bulk of casualty and surety business. An 
interesting statistical exhibit. 


Wedded to Custom 


T has been said that if a man become wiser he will be- 

come better. Logic and philosophy may compound upon 

this simple declaration and by it deduce many metaphys- 
ical conclusions which may or may not have a bearing upon 
the progress of civilization. On the other hand, a business 
man, more particularly, an insurance agent may through its 
consideration be led to a study of his current practices and 
through it discover a cause for his failure to record the same 
success which had previously been his. 


In this manner many may find that recent re- 
verses have not been due to economic conditions or financial 
stringencies, but rather to the fact that our course has been 
directed into a well-grooved rut. Ruts are the easiest things 
to enter and the hardest things to leave. The reason most 
apparent is that as we are never aware that we are in a rut, 
we see no necessity to undertake a new course. 


Look back on the past year. Have we become 
wedded to certain rules of procedure? Are we still using 
ideas, though once effective are now discarded by those more 
enterprising and up-to-date. Are we using the same old 
arguments to produce new business in a changing world? If 
we are, we are unmistakably in a rut. If we are in a rut, 
economic situations will have no effect on our individual re- 
sults and if we get out of the rut, results will be attained 
though resistance to sales be great. 


If in truth we come to realize that our methods 
have become stereotyped, we will be wise to a defect in our 
salesmanship. It follows reasonably that if we are wise to a 
defect we will become better salesmen because we will imme- 
diately rectify our mistakes and discard outmoded means. 


Whenever your career fails to show progress 
look into the causes. There is sure to be found a rut. Make 
a new start along original lines. Think and plan anew. 
There are plenty of new ideas which are bound to produce 
results. The modern life insur- 
ance man knows that his success 
depends upon his adaptability and 
his willingness to embrace sug- | | YC 
gestions that are dropped by men —f7 + ’ ° 
who are making successes now. 
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CONSTRUCTIVE 


x **§ * 


Constructive discontent, like charity, begins at home. Start 
questioning yourself, become dissatisfied, and you will find your 
work improving. The self-satisfied worker, according to the 
author, is already slipping. Past records and past accomplish- 
ments are useful only as a guide and incentive to future progress. 
Mr. Simon is one of the leading personal producers for the 
Equitable Life Assurance Society, consistently a Million Dollar 
Round Table Club Member, and a past president of the New York 












“CON- 
FOR 


old maxim 
MAKES 


HERE is an 
"[ renraen 
HAPPINESS,” but like many old 
things, the maxim has been worn out 


and should be revised. There are dif- 
ferent kinds of contentment in this 
world and there is no doubt that spiri- 
tual contentment does create happiness. 
Therefore the old proverb should be 
rewritten to read “SPIRITUAL CON- 
TENTMENT MAKES FOR HAPPI- 
NESS.” 

In business and in the economic 
cycle, contentment produces stagnation. 
When a business organization is mak- 
ing a fair amount of money and the 
owners become contented with the re- 
sult then stagnation begins to set in 
and the old Chinese maxim “The self- 
satisfied never gain,” begins to operate 
in a practical way. From the above 
illustration it appears that it is neces- 
sary to divide the word contentment 
into its various types and find out what 
kind of contentment we are referring 


to in a given problem. This same 
method of reasoning applies to the word 
discontent. 


Discontent Defined 

Very often we hear the expression 
“Never be discontented.” If the human 
race were never discontented we would 
be today back into the cave man period 
of our history. Discontent is generally 
looked upon as an unpopular thing in 
the public mind, but again it is neces- 
sary to find out exactly what we mean 
by discontent. 

There are essentially two types of 
The first type is well 


discontent. 


Leon Gilbert Simon, 
Equitable Life 
Assurance Societey 
of the 
United States 


known because of its destructive nature. 
A discontented man, in the popular 
sense, is one who is opposed to every- 
body else and who is generally sore 
at the rest of the world. His type of 
discontent is destructive because of the 
fact that nothing good comes of it. It 
is this same type of destructive discon- 
tent that impels a man to go home and 
beat his wife and abuse the members 
of his family. His discontent brings 
more discontent to his family which 
in turn brings misery to the door of 
his household. 


A World Mover 


There is however a very much 
broader type of discontent which is 
certainly wholesome and conducive to 
the well being of the human race. This 
type of discontent has not as yet been 
brought to the public attention in any 
marked degree and it can be logically 
referred to as “Constructive Discon- 
tent” and it is this latter type of dis- 
content that makes the world move for- 
ward. Ambition has constructive dis- 
content as its basis. When an individ- 
ual seeks to gain greater laurels and 
advance his present standing in the 
community, he is being motivated by 
the element of constructive discontent. 
Not satisfied with the accomplishments 
of the present he seeks to build upon 
his present success a firmer foun- 
dation, so that he may arrive at his 
ultimate destination and fulfill his 
ambition. 

In a recent interview Henry Ford 
said, “‘When people become contented, 
beware for there is trouble ahead.” 





Life Underwriters Association. 
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By that he inferred that economic con-, 
tentment was a bad thing and that 
economic discontent was far more de- 
sirable especially when applied to a 
business enterprise. History clearly 
indicates that the Chinese have been 
for centuries a very contented race. 
As a matter of fact Chinese content- 
ment has prevented their economic ex- 
pansion and therefore it may be well 
said that if you want contentment you 
should go to China. The American 
business man has subconsciously been 
filled with constructive discontent and 
it has been this factor which has caused 
our tremendous economic expansion. It 
has also been due to constructive dis- 
content that our main industries have 
progressed so fast. 


In the Motor Field 


The automobile industry is a good 
example of this fact. Ten years ago 
an automobile that had but few of the 
improvements of the present automo- 
bile, could be purchased for a standard 
price. It is quite true that the im- 
provements have been due to a certain 
extent to competition but it is essen- 
tially due to the fact that the auto- 
mobile manufacturers have not been 
contented with the value of their prod- 
uct and they therefore spent large 
sums of money for the purpose of 
making refinements of their product. 
After these refinements were made and 
installed in the automobiles then com- 
petition brought the prices down to 
their present level. 

One of my largest policyholders is a 
director of a prominent automobile 
company. While out to lunch with him 
one day I asked him why his com- 
pany did not compute good-will and 
include that value in their financial 
statement, as I believed good-will was 
one of the best assets of his company. 
He responded by saying that they 
preferred not to include the valuation 
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DISCONTENT IMPROVES THE 


C—O 


PRODUCT 


By 
Leon Gilbert Simon 


of good-will and he also made the 
statement that the best asset of the 
business did not appear on the state- 
ment at all. 

When asked for an explanation he 
said, “Our greatest asset is not cash 
in bank or fixtures or outstanding ac- 
counts or even good-will. Our greatest 
asset is the discontent of our cus- 
tomers.” At first glance that appeared 
like ‘a remarkable statement but upon 
due reflection it is most reasonable. 


A Great Asset 


This gentleman claims that whenever 
a customer is discontented and submits 
his discontent to the company they 
immediately send their problem to the 
Research Laboratory and the research 
engineer gets on the job and finds out 
how the improvement can be made. He 
made further the statement that if it 
were not for the discontent of their 
customers they would be selling the 
same car today that they sold in 1908. 
He also said that if it had not been 
for the complaining customers there 
would never be a research department 
in his company. 

Incidentally this discontent on the 
part of his customers is truly construc- 
tive discontent because of the fact that 
it finally yields an improved product 
and a better car is constructed. It 
therefore follows that in the case of 
this automobile manufacturer that con- 
structive discontent is the basis of their 
growth and success. 

This principle can be broadly applied 
to life in general. Every artist suffers 
from constructive discontent. He is 
not at all satisfied with life as he finds 
it and subsequently he finds an emo- 
tional outlet for his discontent through 
music, poetry, literature and other 
forms of art. 

The greatest musical masterpieces 
that have been written were the works 
of men who suffered from constructive 
discontent. Therefore we find very 
often that the manifestations of dis- 
content are merely symptoms of man’s 
finest qualities. He desires everlasting 
improvement. 
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This principle of discontent can be 
used again in its broader aspect and 
can be applied directly to the science 
of Life Insurance salesmanship. The 
moment a successful Life Insurance 
salesman decides that he is doing well 
enough he immediately begins to slide 
down the ladder of success. He may 
either climb to greater heights or 
descend to the bottom. He cannot 
remain static and passive on that 
ladder. It is either a case of going up 
or going down. Therefore the con- 
structive salesman is never satisfied 
with his achievement of the past, no 
matter how great his achievement 
might have been, and he is continually 
desiring to improve the records of the 
past by present performances. 

And the present will be surpassed 
by the future in point of achievement. 
The desire to improve is something 
which should be prevalent and char- 
acteristic of all Life Underwriters. 
The efforts of the present should exceed 
the efforts of the past and when the 
present finally merges into the past we 
will have a new record of performance 
which will be the result of one of the 
Underwriter’s finest qualities — Con- 
structive Discontent. 





Valuing Securities 


ILIAM’- BREIBY’S | arti- 

cles in THE SPECTATOR for 
November 5 and 12 on methods 
of evaluating insurance com- 
pany holdings for annual state- 
ment purposes have called forth 
some interesting comment from 
W. H. Watlington, vice-president 
of the Colorado Life Company, 
who writes to the editor of THE 
SPECTATOR as follows: 

“An article in one of your re- 
cent issues by Actuary Breiby 
was sound as well as interesting. 
It will be recalled he pointed out 
that the practice of requiring life 
insurance companies to carry 
their bonds at market value or 
amortized at market value is il- 
logical, for the reason that the 
companies do not sell the bonds 
but carry them to maturity. 

“If the same rule applied to 
mortgages, in what situation 
would the companies find them- 
selves? To meet the possible de- 
mand for withdrawal of a large 
part of the company’s reserves, 
the company with liquid securi- 
ties (marketable bonds) is cer- 
tainly in a better position than a 
company with mortgages, and 
yet, under the present system of 
compiling statements, the com- 
pany which keeps itself in the 
better condition to meet any pos- 
sible emergency is penalized by 
being required to value its liquid 
securities as aforesaid. 

“Probably the companies uni- 
versally agree with Mr. Breiby’s 
contention, but what has any of 
them done, or their associations 
done, to have the laws of the sev- 
eral States revised so that the 
companies will not be penalized. 
if they keep a part or all of their 
assets liquid? It may be of in- 
terest to know that the laws of 
one State protect the companies 
of that State against the condi- 
tion with which the life insur- 
ance companies of other States 
find themselves confronted at this 
time—against fluctuation in the 
market value of their bond in- 
vestments. 

In 1925 Colorado enacted a 
law governing the investments of 
insurance companies, which reads 
as follows: 

“Bonds and similar securities 
shall be valued on the amortiza- 
tion plan at the price paid by the 





Editorial 


With the Editors 


company therefor; provided, how- 
ever, that in no event shall any 
bond or security be amortized to 
yield a rate of interest less than 
the rate required to maintain the 
company’s reserves.” 

“This law anticipated precisely 
the conditions now prevailing 
and, therefore, has placed Colo- 
rado companies in an enviable 
position. They do not have to ask 
favors in the listing of their 
bonds. They have a right which 
protects them.” 





Ten Years Growth and Waste 
1921-1930 


ECORDS of 27 of the older 
R and larger life insurance 
companies show that the 
companies, during the ten years 
ending Dec. 31, 1930, suffered a 





Paul M. Haid on “Credit” 


“ EMOVE credit,” asks 

Paul M. Haid, presi- 
dent of the Continental In- 
surance Co., in Safeguarding 
America Against Fire, “and 
you have—what? 

“Every business man 
knows,” Mr. Haid continues, 
“that the complex world of 
today could not exist with- 
out credit... 

“As credit is so important 
a factor, stop for a moment 
and consider what makes it 
possible. Credit, it is said, 
is based on confidence and 
sound fire insurance. Since 
fire insurance largely re- 
moves the fear of financial 
loss following destruction of 
property by fire, it is an im- 
portant element in maintain- 
ing confidence, and it can 
therefore be said that credit 
relies mainly upon sound 
fire insurance for its exist- 
ance. 

“Apparently the question 
asked in the _ beginning 
should have been: Remove 
fire insurance and you have 
—what? And the answer is 
—economic chaos.” 











loss by lapsed and surrendered 
insurance combined of $17,854,- 
597,136 or 35.64 per cent of the 
amount of new business paid for 
amounting to $50,091,850,115. 
This ratio is 3.04 per cent higher 
than the rate for the decade end- 
ing with Dec. 31, 1929. The loss 
by lapsed insurance in the decade 
1920 to 1929 was $9,489,787,527 
as against the present period of 
$10,494,848,806 or an increase of 
$1,005,061,279. The surrendered 
insurance increased $998,969,392 
and aggregated for the ten-year 
period $7,359,748,330. These in- 
creases well show the effect of the 
present financial situation on life 
insurance. They emphasize the 
need for persistent conservation 
work on the part of agents and 
companies. 

Surrender values paid amount- 
ed to over $1,730,000,000 or 
about $325 on each $1,000. The 
gain in insurance in force was 
over $24,700,000,000 or nearly 
$1,465,000,000 more than shown 
in last year’s table. The per cent 
of gain in insurance in force to 
new business is 29.35 per cent as 
compared with 31.78 per cent for 
the decade ending with 1929, or 
a decrease of 2.43 per cent. 

The ratio of increase in insur- 
ance in force for the 19230 decade 
is 22.57 points lower than in the 
ten years ending Dec. 31, 1929. 
The exhibit as presented on page 
13, while it is not particularly 
pleasant this year in view of the 
fact that it reflects general finan- 
cial and economic conditions. 
nevertheless stresses the point 
that life insurance is considered 
by the great majority as their 
most valuable possession and 
something that if properly sold 
is relinquished reluctantly. 

Despite the economic disorder 
and increases in the number of 
unemployed, the increase in the 
waste is small by comparison 
with losses in other lines of en- 
deavor. It is also considerably 
lower in the present era than in 
years back. Nevertheless, the 
record should occasion concern 
and call for a continuance with 
unabated vigor of the efforts to 
decrease losses by surrender and 
lapsation. 

As the years go on, conserva- 
tion grows in importance as a life 
insurance function, and especial- 
ly is this true of the immediate 
present. 
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¢ 
Time 
(Week of Nov. 16-21 in 
Review) 


Union States Life Insurance Com- 


pany of Portland, Ore., prepares to be- 
gin business with $5,000,000 of insur- 
ance in force already applied for. 





Vernon Thompson, a former vice- 
president of the Pyramid Life, joins 
Midwest Life of Lincoln, Neb., as 
agency manager. 





James R. Duffin, back in the busi- 
ness as vice-president and general man- 
ager of the Equitable Life & Casualty 
of Louisville, announces expansion 
plans. 





Equitable of lowa readjusts divi- 
dends, President Nollen pointing out 
the decline on the rate of interest 
available for high class securities. 





Insurance Company of North Amer- 
ica ‘consolidates its New York offices 
under management of H. H. Reed. 





Earl D. Patton succeeds Louis Grupe 
in charge of the Northern Assurance 
Company's western business. 





Jones and Whitlock, oldest American 
inland marine office, establish western 
department in Chicago under man- 
agership of Wm. C. Eberle and Frank 
M. Chandler. 





Merger of the New York Fire and 
the Bronx Fire approved by stock- 
holders of both companies. 





General Alliance reduces quarterly 
dividend from 40 to 15 cents a share. 





Bureau of Personal Accident and 
Health Underwriters delays launching 
of its announced program until 
March 1. 





Kentucky Casualty, with capital of 
$100,000, completing organization 
plans. 





American Surety waives further 1931 
dividends in view of the fact that the 
company has already paid 14 per cent 
on its capital. 





W. |. Edwards elected president of 
the Tennessee Association of Insur- 
ance Agents at annual meeting in 
Knoxville. 





Plan to merge Great Lakes of Chi- 
cago with Empire Fire of Brooklyn and 
then merge combined company into 
Public Fire. 





President Edward D. Duffield cele- 
brates twenty-five years with the 
Prudential. 





Directors of the Fidelity & Casualty 
Company of New York propose reduc- 
tion of the company’s capital from 
$5,000,000 to $2,000,000 and a reduc- 
tion in the par value from $25 a share 
to $10 a share. 





Alamo Life of San Antonio, Texas, 
reinsured by Amicable Life of Waco. 
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|___— By ROBERT WADE SHEEHAN=————" 
Sen people seem to think that there is 





something ironic about this nation 

pausing, on the twenty-sixth day of 
November, 1931, to give thanks to God. Ap- 
parently no agency in power, from the Re- 
publican party to the Deity, is able to escape 
the wrath of our outraged public. 

This custom of observing the last Thurs- 
day in November as a day of Thanksgiving 
comes to us from the Pilgrim Fathers who, 
after a year of extreme privation and untold 
hardship, were able, at last, to nurse a few 
ears of corn and other produce out of the 
reluctant New England soil; and behold, in 
their naiveté, they fell upon their knees in 
gratitude to the Almighty for His dispensa- 
tion of such bounty. We imagine that Wil- 
liam Bradford and his stout followers, were 
they to pay a visit to Plymouth today, would 
be somewhat puzzled at the resentment and 
despair of the good citizens over their in- 
ability to stuff their garages with at least 
two cars. 

We have genuine cause, collectively as a 
country, to be thankful. if for no other rea- 
son than, as President Hoover observed, “we 
have dwelt in peace amongst nations.” As 
business men, most of us are still able to 
balance the books albeit a few dividends 
have been passed. But it is as individuals 
that we all have to be thankful for a multi- 
tude of little things. 

Personally, although I am aware that this 
confession makes me out a small man, I am 
thankful that it is so comparatively easy to 
earn a decent living, that I am able to share 
a few pennies rather than ask for succor 
biggest problem today is 
whether to choose mince or pumpkin. 





lid 
(A Weekly Review of 
Business Trends) 


Twenty Metropolitan centers 
throughout the country reported gains 
in September volume of real estate 
mortgages recorded as compared to 
August, according to Nelson Hunt and 
Company, real estate specialists. 





Indexes of wholesale commodity 
prices in October, 1931, are now avail- 
able for fourteen countries according 
to the Department of Commerce. In 
eight countries advances occurred 
ranging from 6/10 of 1 per cent to 
5’ per cent. These advances have 
been insufficient to offset decline in 
exchange rates in terms of the U. S. 
dollar. 





The Railway Labor Executives Asso- 
ciation rejected a proposal for volun- 
tary acceptance of a 10 per cent re- 
duction in railroad wages put forward 
by a committee of nine railway presi- 
dents representing all regions in the 
country. 





The Federal Farm Board reports that 
it has consummated a deal with 
Southern bankers to join forces in 
withholding seven million bales of cot- 
ton from the market until July 31 next 
in an effort to prevent further shrink- 
age of prices during the current sea- 
son. 





A total of $31,357,723 has been 
raised by 101 communities in the 
United States that have completed 
community chest drives. This is 99.2 
per cent of the total they sought. This 
is a 14 per cent increase over last 
year’s record. 





Prof. Irving Fisher's Index Number 
of commodity prices based on 100 as 
the average of 1926 is 68.6 which 
compares with 68.6 a week ago and 
68.3 two weeks ago. 





Crumps Index Number of British 
commodity prices also based on 100 as 
the average of 1926 is 66.9 which com- 
pares with 67.4 last week and 66.7 
two weeks previous. 





Livestock prices last week were un- 
settled and covered a wide range. 





Receipts of cattle, hogs and sheep 
at Chicago last week were lower than 
the week previous. 





Commodities generally declined in 
price last week, cocoa being the ex- 
ception. 





According to George A. Miller in 
the New York Evening Post, mort- 
gage loans accounted for $10,545,105 
or 76.7 per cent of the total invested 
by life insurance companies reporting 
their commitments in the week ended 
November 14, 1931. 9.9 per cent 
were loans on farm property and 66.8 
per cent on dwellings and business 
property. Railroad bonds investments 
were 7.5 per cent of the total with 
total bond investments amounting to 


21.3 per cent and stocks 2.0 per cent. 








Sales 
Letters 


F you have a 

specific letter 
writing problem, 
The Spectator 
offers you the ser- 
vices of a trained 
insurance sales letter 
writer. Send us your 
problem. 


HE picture in our approach letter 


this week is not overdrawn—you 
have run into both situations and 
should have no trouble in illustrating 
your point with cases known to every 
local whom you follow up 
after sending out the letter. Strangely 
enough, although we rub elbows with 
people in our own immediate social 
circle and consider ourselves fairly in- 
timate with their affairs, there 1s many 
a situation such as this letter describes 
that is entirely unsuspected. 
Very recently the writer learned to 


prospect 


his surprise that the widow of a com- 
paratively young wealthy manufacturer 
—whose product is undoubtedly known 
to many readers of THE SPECTATOR— 
hadbeen in much straitened financial 
circumstances because of the inroads 
made by the inheritance tax in her re- 
other than her share of her 
husband’s business. She succeeded in 
saving it, fortunately. But the point 
of this incident is that among a few 
well chosen cases of this sort in your 
selling kit there should be one or two 
striking pretty close to your prospect, 


sources 


This Week: 


Inherttance Taxes 


















impressing him much more than the 
general statement of the value of the 
insurance. 

Coupled with these illustrations there 
is also the necessity of familiarizing 
yourself with the schedule of inheri- 
tance taxes applicable to the prospect 
—the subject is one that will require 
some study on your part, but in view 
of the wealtthy class of people to whom 
this type of protection has an appeal, 
and the substantial premiums involved, 
you will undoubtedly be well recom- 
pensed for burning the midnight oil. 
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Policy Proceeds Go Where Directed 


Exemption of Life Insurance Moneys from the Claims 


of Creditors Under New York State Law 


By ALBERT HIRST, 


Counsel for New York State Life Underwriters Association 


like that of most other jurisdic- 

tions distinctly favors life insur- 
ance as an investment. This public 
policy is well illustrated by the pro- 
visions of two sections, Section 55a of 
the Insurance Law and Section 15 of 
the Personal Property Law. 

Section 55a of the Insurance Law 
provides that the beneficiaries under 
life insurance policies (excluding from 
the term “beneficiaries” the executors, 
administrators and assigns of the in- 
sured) are entitled to the proceeds and 
avails of the policies against the credi- 
tors of the insured, even where the in- 
sured has reserved the right to change 
the beneficiary. The courts have con- 
strued the term “proceeds and avails” 
to include the proceeds cf a policy upon 
death of the insured as well as the 
cash surrender values and dividends 
curing his lifetime. As a result, ex- 
cept in the rare cases where a man 
takes out life insurance with the intent 
to defraud his creditors, and of course 
except in the case above referred to 
where insurance is payable to the estate 
of the insured, creditors may not re- 
sort, for the satisfaction of their 
claims to the debtor’s life insurance 
policies. The foregoing is the law not 
merely in the courts of the State of 
New York, but also in the U. S. Bank- 
ruptcy Courts, because, under the 
Federal Bankruptcy Act, state exemp- 
tion laws are applied in cases of bank- 
ruptcy. 


4 HE law of the Staté of New York, 


Section 55-A Summarized 


Sectiton 55a of the Insurance Law 
was enacted in 1927 upon the initiative 
of the New York State Life Under- 
writers Association. It has been con- 
strued by the Court of Appeals, the 
highest court of the State of New York, 
by the United States Circuit Court of 
Appeals of this District, and, at least 
by fair implication, by the United 
States Supreme Court, and the fore- 
going summary of its provision appears 
to be well settled. 

While Section 55a of the Insurance 
Law deals with the rights of the credi- 
tors of the insured to the life insurance 
moneys, beth during the lifetime of the 
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While the exemptions from claims of 
creditors as discussed in this article un- 
deniably offer a strong selling point, it 
must be emphasized that the advantage 
is a moral rather than a practical one, 
the author states. The very fact that 
lawmakers think so well of life insurance 
as to place it in this super-preferred 
class of investments is an indication to 
the public of its true worth. Everyone 
wants to pay his just debts but it is 
well to know that under certain cir- 
cumstances policy proceeds will go in- 
violate direct to the pocket for which 
they were originally intended. 








insured and after his death, it does not 
affect the rights of creditors of the 
beneficiaries. These rights are regu- 
lated, at least to some extent, by Sec- 
tion 15 of the Personal Property Law. 
This section, although enacted in 1911, 
twenty years ago, is still not sufficient- 
ly appreciated by the Life Insurance 
Fraternity. It provides, in so far as 
here pertinent, that if an agreement is 
made to that effect, the proceeds of a 





Albert Hirst 


life insurance policy becoming a claim 
by the death of the insured, if left with 
the insurance company under a trust 
or other agreement, shall not be sub- 
ject to legal process except in an action 
to recover for necessaries. 


Exemptions of Sec. 15 


To appreciate the importance of this 
law one must realize that life insur- 
ance moneys paid in a lump sum or any 
other property left by will or because 
of the intestate laws, are fully subject 
to the reach of the creditors of the 
beneficiary or legatee. In other words, 
if I leave an amount of money or other 
property, whether under a life insur- 
ance policy or otherwise, to my bene- 
ficiary, any creditor of such beneficiary 
may satisfy his claim out of such money 
or property, but if I carry life insur- 
ance and select one of the modes of 
settlement provided for in every life 
insurance policy, and include in my 
agreement a provision to that effect, 
then all the creditors of my beneficiary 
with one single exception, are prevented 
from reaching these benefits. 

The one exception deals with a claim 
for necessaries. While it is impossible 
to give an exact definition of what the 
courts would consider necessaries, one 
may say, broadly speaking, that the 
legal term necessaries is about identi- 
cal with what the layman would con- 
sider as such. It of course excludes 
anything that will be considered lux- 
uries and also excludes any claims 
arising out of business transactions or 
claims in tort such as libel, slander or 
personal injuries. 

The position of such life insurance 
moneys is therefore more favorable 
than under any other arrangement. 
Property left in trust under the pro- 
visions of New York law may be 
reached by the creditors of the bene- 
ficiary of the trust in the following 
ways: 

(a) Under what is known as gar- 
nishee proceedings a creditor may com- 
pel payment of 10 per cent of the in- 
come if the total income exceeds $12 
per week. 

(b) Furthermore, creditors may com- 

(Concluded on page 41) 











mally the best pro- 

duction period of the 
year and with the rela- 
tive improvement during 
the past three months it 
should be no exception 
to the rule. Sell every- 
thing in your rate book. 


1 This month is nor- 








It is suggested that 
2 the life agent em- 

phasize life insur- 
ance for inheritance tax 
purposes during the 
month. It will represent 
extra working effort and 
extra commissions of a 
substantial volume. 


Small but profitable 
rs business can be 

found in children’s 
endowments. Be on the 
lookout for relatives or 
close friends who might 
like to make a child a 
Christmas present of an 
insurance policy. 


An Insurance Salesman’s 


Grp tees 
A Selling 
Suggestion 


for Each 
Working 
Day HT Il 


























Your direct mail 
3 should be carefully 

prepared and the 
mailing list carefully se- 
lected. You are compet- 
ing with every conceiv- 
able logical end for the 
consumer’s dollar. Inten- 
sify effort in this direc- 
tion. 


Send the Sales Let- 
& ter, appearing else- 

where in this issue, 
to a special group 
of worthwhile prospects. 
Such prospects do not 
have to be in the million 
dollar class to be worth 
while, either. 


Home and fire- 
11 side never have 

a stronger appeal 
than during the Christ- 
mas holiday season. Keep 
your year-end quota up 
to standard by making 
plenty of home calls and 
talking mortgage insur- 
ance benefits where ap- 
plicable. 


State laws vary 
14 as to inheritance 
~~ ~~ taxation. Famil- 
larize yourself with 
the fundamental legal 
phases of the business 
and capitalize your 
knowledge in selling. 
How to save money is a 
subject that commands 
immediate attention ev- 
ery where. 





Life insurance and 
4 the spirit of the sea- 

son are basically 
synonymous. Unselfish- 
ness marks the conduct 
of all mankind. Let your 
advertising reflect this 
seasonal warmth of emo- 
tion. Stress protection 
in selling. 


It is well to heed 

Uncle Sam’s request 

concerning Christ- 
mas mailing. Send out 
your greeting cards well 
in advance of the last 
day rush. If they are re- 
ceived a day or so early, 
so much the better. 


few Saturday af- 

ternoons that the 
enterprising agent will 
care to waste. Home 
calls should predominate 
but very often prospects 
will be discovered who 
can be seen to advantage 
in their offices. 


1 There will be very 


Be certain that 
15 you do not neglect 

that valuable ally, 
the newspaper editor. 
Give him some readable 
copy concerning your 
own personal business or 
life insurance in gen- 
eral. Either way, you 
are the winner. 





The Christmas Clubs 
5 of the Nation have 

just finished distrib- 
uting more than six hun- 
dred million dollars to 
members. A considerable 
proportion should go into 
the purchase of life in- 
surance contracts. 








The recent close 
10 of the football sea- 

son and the ap- 
proaching holidays em- 
phasize the college edu- 
cation theme. Cultivate 
every possible prospect 
for educational endow- 
ment insurance. Have 
some model cases to 
point out. 











There are very 
few men in busi- 


ness today, or any 
other day, for that mat- 
ter, whose estates would 
not suffer material de- 
preciation in the event 
of their sudden death— 
that is, unless they al- 
ready have provided for 
the expense. 
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For Life Insurance Agents 









Calendar for December 














Try a cold canvass 
19 if you are short 

on good prospects. 
Call on the biggest men 
you can reach and talk 
to them about inheri- 
tance taxes. Read Al- 
bert Hirst’s article in 
this issue concerning 
Modes of Settlement 
agreements. 


fashioned life in- 

surance appeal on 
some selected cases for 
the next few days. Sell 
men for the benefit of 
their boys and girls and 
talk to young men about 
how nice it would be to 
provide an annuity for 
mother. 


2 Get back to old- 


Devote a day to 
28 calling on group 

insurance pros- 
pects. Many firms like 
to make innovations at 
rounded periods like the 
first of the month or the 
first of the year. Group 
business is profitable and 
with better business in 
sight is a natural. 








It is Christmas 
2A eve in most homes 

but it’s just the 
day before Christmas for 
editors and life insur- 
ance salesmen. And for 
the latter it should be a 
day of rich returns. 
Don’t allow a policy to 
lapse during this season. 


work for your 
: January cam- 
paign. Planned work, 
planned calls and planned 
interviews are demanded 
if production is to be 
held at a decently high 
standard. Decide as to 
the extent of your mail- 
ing and advertising. 


y. Lay the ground- 





Keep your birth- 
1 day file in mind 

especially during 
the month. Change of 
age is not much more 
important than “Best 
wishes” as a_ stepping 
stone to new business. 
Its the little things in 
life insurance that count. 
And which pay divi- 
dends. 


A manager who 
?1 tired of “bad busi- 

ness” reports 
walked out of a meeting, 
telling his salesmen he 
would bring back an ap- 
plication before noon. 
He sold the fifth man he 
approached and for a 
$10,000 policy. Cold can- 
vass. 





Has the year 
30 shown an increase 

or has it repre- 
sented a drop in per- 
sonal production? A 
fine proportion of the 
life agents can point to 
the former, and you will 
find some of them right 
in your own territory. 








To that legion of 
& prospects who 
said “See me after 
the first of the year’— 
see them now. They will 
have a thousand and one 
bills and ills to contend 
with after the first of 
January. Before Christ- 
mas is the logical time to 
sign them. 





Continuing on the 
29 same case. The 

buyer was a de- 
partment store manager. 
Asked how often he had 
been solicited, the man 
declared he had _ not 
spoken with a life insur- 
ance agent during the 
five years of his resi- 
dence in the community. 





Check up on your 
26 production and 

compare it with 
the three-quarter mark 
of last December. If it 
is behind, just hark back 
to last May and recall 
how agents all over the 
country sold more insur- 
ance by making more 
calls. 





for the farewell to 

1931. Good rid- 
dance!—and _ call on 
group and_ investment 
prospects. Approach 
each prospect with the 
idea that you are the 
first man in years to of- 
fer life insurance to 
him. Rest assured he 
needs it. 


3 Aim high all day 
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Your inquiry 


concerning any of 


the following SERVICES - 4 


e The officers of this company are available for consultation concerning any 


phase of the following three main divisions of our service: 





lL) READJUSTMENT OF RATES 


e Some thirty fraternal and assessment asso- 
ciations have used this service. Our work has 
involved the readjustment of rates on hund- 


reds of millions of dollars of insurance 


2) REINSURANCE 


e Weare equipped to handle mergers or re- 
insurance of assessment, fraternal or legal re- 
serve business—all legal details being handled 


by our legal depart ment. 


LOANS, PAID UP AND 


INSURANCE 


3.) POLICY 
EXTENDED 


e The removal of policy loans and reinstate- 
ment of policies running on paid up and ex- 
tended insurance, thus placing such business 
back on a premium-paying basis, is an import- 


ant division of our work. 


e 

The thoroughness of our work—its appeal 
to important life insurance companies—is the 
result of four factors: 
1. Many years of experience in life insurance 
service on the part of the officers of the 
company. 
2. Athoroughly trained and competent office 
staff, providing an accurate handling of all 
details. 
3. An able and experienced legal staff. 
4. The largest active field organization of its 
kind—organized and equipped to cover any 


part of the United States. 


Inquiries are handled by mail or by personal con- 
sultation—whichever is preferred An outline of your 


problem will bring suggestions for its solution 











AMERICAN CONSERVATION COMPANY 


LIFE INSURANCE SERVICE 
Herbert C. Shimp, President 


307 NCRTH MICHIGAN AVENUE, CHICAGO 











THE SPECTATOR 
November 26, 1931 














Abie 





5 
4 
} 


TEN YEARS’ GROWTH AND WASTE (1921-1930) 

















Amounts and ratios exclude group insurance 
Per Cent. Per Cent. 
Amount of Per of 

Paid Lapses and Cent. Gain in 

: ‘ on Each Surrenders Gain in of Gain Insurance 
NAME AND LOCATION New Business Lapsed Surrendered Paid for $1,000 of to New Insurance to New in Force 

OF COMPANY Issued and Paid For _Insurance Insurance Surrenders Surrenders Issues in Force Issues (1921-1930) 
. $ $ 3 $ 3 % 3 % % 

Aetna Life, Hartford iain gin welacnmnie mae 3,417,170,114 993,056,441 507,269,042 53,614,316 105.69 43.91 1,495, 350,357 43.76 186.42 
Berkshire Life, Pittsfield............. 278,077,315 48,155,575 34,076, 652 9, 504,830 278.92 29.57 107,555, 139 38.68 87.52 
Connecticut General, Hartford... . . - 1,346,493,092 346,009, 602 209, 730,734 17,427, 164 83.09 41.27 660, 271, 496 49.04 227.99 
Connecticut Mutual, Hartford. pena 979, 692, 244 193,916, 428 161,272,377 26,831,379 166.37 36.26 566, 664, 464 57.84 148.07 
Equitable Life, New York......... ‘ 7,043,951, 892 1,559, 791,508 820,185,318 241,180,564 294.06 33.79 3,388,719, 726 48.11 150.08 
Equitable Life, Des Moines........ : 738, 683, 211 199, 891,754 70,381, 627 14,272, 655 202.79 36.59 389, 964,333 52.79 153.20 
Fidelity Mutual, Philadelphia........ 453,341,094 144,916,082 50,774, 157 17,091, 154 336.61 43.17 220,349,350 48.61 108.02 
Guardian Life, New Spee 615, 682, 385 140,596,417 63, 023,084 16,855,835 267.45 33.07 273,611,298 44.44 120.05 
Home Life, New York........... 431,408,830 98,397,303 67, 288,342 14,362,902 213.45 38.41 187, 603, 206 43.49 88.29 
Manhattan Life, New York....... 130, 478, 629 46, 488, 739 27,015, 965 8, 168, 103 302.34 56.33 31,963,961 24.50 45.95 
Massachusetts Mutual, Springfield.... 2, 240,361,009 265, 934, 882 424, 908, 168 58, 145,044 136.84 30.84 1,367, 987,369 61.06 187.72 
Mutual Benefit, Newark ek teint eo wn ; 2, 149, 883,077 259, 415, 060 365,337,472 114, 412, 567 313.17 29.06 1,179, 759, 211 54.88 89.99 
Mutual Life, RSS 4, 580,336,954 769, 479, 968 942,599, 279 277,417,897 294.31 37.38 2, 106,304, 948 45.99 89.33 
National Life, Montpelier........... 670, 533, 438 109, 726, 360 96, 690, 599 22, 287,422 230.50 30.78 307,433,015 45.85 99.35 
New England Mutual, Boston..... .  1,172,840,529 175, 866, 242 120, 950, 790 34,586,451 285.95 25.31 703, 628,712 59.99 125.47 
New York Life, New York...... F 8, 222, 894, 437 1,857,884, 650 842,025,774 287,888, 160 341.90 32.83 4,089, 421,019 49.73 115.61 
Northwestern Mutual, Milwaukee.... 3,347,810, 645 444, 883,570 400, 952, 286 147,394,481 367.61 25.27 1,858, 801, 155 55.52 84.62 
Pacific Mutual, Los Angeles. ... ia 915, 138, 607 202,718,779 137, 183, 238 34, 920,382 254.55 37.14 416,478,399 45.51 118.85 
Penn Mutual, Philadelphia. ......... 2,165, 609, 385 318,518, 457 335,575, 548 80,905, 277 241.09 30.20 1,076,058, 158 49.69 104.55 
Phoenix Mutual, Hartford...... 691,004,412 132,387,796 114,741,748 19, 122,093 166.65 35.76 329, 218, 523 47.64 111.85 
Provident Mutual, Philadelphia 1, 131,259, 897 230,000, 469 212,031,394 44,738,810 211.00 39.07 480, 612, 284 42.48 89.83 
Security Mutual, Binghamton 182,773, 606 90, 839, 783 18,827,547 6,014, 976 319.48 60.00 51,219, 687 28.02 76.16 
State Mutual, Worcester............ 613,829,717 86,542,804 68, 284,865 18,971,035 277.82 25.22 342,793,340 55.85 108.77 
Travelers Ins., Hartford............. 4,743,759,648 1,434,872, 255 835, 148, 457 89,869, 897 107.61 47.85 2, 213, 226,360 46.66 193.69 
Union Central, Cincinnati.......... 1,694, 621, 262 291,767,512 412,782, 423 64, 512, 228 156.29 41.58 854, 968, 607 50.45 109.76 
Union Mutual, Portland, Me......... 81,896, 122 27,514,500 13,332, 111 6,845,532 513.46 49.88 9, 970, 886 12.18 13.80 
United States Life, New York........ 52,318, 564 25,275,870 7,359, 333 2,714,015 368.79 62.38 9,815, 693 18.76 39.99 
Aggregates (27 Companies)..... 50,091,850,115 10,494,848,806 7,359,748,330 1,730,055, 169 235.07 35.64 24,719, 750, 696 49.35 120.96 





“Wonder What a Lapsed Policy Record 
Thinks About’ 
By D. W. CALE 


Actuary, Union Pacific Assurance Company 


October 25, 1930 


“My, what a musty 
old file this is! What 
have I ever done to 
deserve being thrown 
in a hole like this? 
There are sure a lot 
of old fogies in here 
with me too. One 
just told me he had 
been confined in this 
place since he was a 
young fellow back 
in 1918. Another said he just missed 
being put in the death claim file by two 
days. They are a happy bunch of guys 
too, those death claims. I overheard 
one tell his neighbor that he had netted 
his owner $25,000 and was only six 
months old at the time too. Ho hum, 
guess I’ll settle down for a snooze like 
the rest of these fellow reco#ds. 


January 1, 1931 


“Still here, and just about suffocated! 
Last week a fellow took me out of here 
and tried to reinstate me, but I guess 
it won’t be a go. He wrote my agent 
and also my owner but so far hasn’t 
heard anything from either one. Gee, 
I sure wish I could get a break! 


January 15, 1931 


“Tf I don’t get out of here scon, I’m 
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going to dry rot! Got all excited a 
week ago when the boss found out I 
was here. He wrote a letter on me, 
but he didn’t get any more results than 
the conservation manager did. Why 
don’t my owner make an effort to rein- 
state me? He wrote the conservation 

1ager that with the payments on his 
new car and all he just couldn’t scrape 
up the money. What a cad he is with 
three kiddies and a mortgage. I sure 
would come in pretty handy if anything 
was to happen to him. 


June 1, 1931 


“Well, this is the limit. I’ve been 
here over six months and not a chance. 
My owner came in today mighty wor- 
ried about me. Told the conservation 
manager that his brother-in-law was 
killed in an automobile accident, after 
lapsing his policy 60 days ago, and said 
he sure didn’t want to have that ex- 
perience himself. So the manager and 
he went down to the doctor’s office. 
Pretty soon my owner came back look- 
ing pretty blue, and thanked the con- 
servation manager for his trouble. I 
heard them say something about being 
overweight and to come back in six 
months. Gosh I sure hate to hang 
around this joint another six months. 


December 1, 1931 

“Tt looks like the sun is finally going 
to shine for me. Boy, have I been 
looking forward to this day. It was al- 
most 3 p. m. before my owner came in 
looking like a million dollars. ‘Well, 
Mr. Jones,’ he says to the conservation 
manager, ‘tell your Doc to get out his 
scales. I’m going to get that policy 
back in force right now, or I’ll know 
the reason why!’ And sure enough, 
back they come after a while, my own- 
er all smiles and the conservation man- 
ager looking pretty elated too. To- 
morrow, I leave these old mossbacks 
and get back in God’s country—the ac- 
tive file. 


December 27, 1931 


“Gee, am I the proud guy! Although 
it sure was a tough break for my own- 
er. Just about 15 minutes after eight 
this morning, the phone rang and it 
was my owner’s wife. It seems that 
they were all coming home from their 
folks after spending the holidays when 
my owner failed to notice a train ap- 
proaching. Well 
you know the rest. 
So I guess I’ll spend 
the rest of my 
days in the death 
claim file. But I 
don’t mind. I’ve 
done my good deed. 
Ten thousand dollars 
plus double indem- 
nity for another $10,- 
000 makes you feel 
like you’ve been 
worth your keep. 





REINSTATED 











Ue Shue 
by Fake 


I SAW a one hundred and fifty thous- 
and dollar case explode right in an 
agent’s face the other day, and that is 
no made up story. He lost it merely 
because he figured it was good for 
some weeks delay and because this eve- 
ning he had to see about moving into 
a new apartment and next evening he 
tickets for the theater 
smart young man who 
knows no strangers walked in and 
signed an already sold prospect. What 
have we to be thankful for this year? 
That we live in a country where life 
insurance salesmen can afford to post- 
pone calling on hundred thousand dol- 


had to get 
Meanwhile a 


lar prospects. 


ORE than a year ago John A.| 
Stevenson, vice-president of the 


admitted before a | 
group of New York Life underwriters | 


Penn Mutual Life, 
that he had been guilty of losing 
plenty of business through procrastina- 
tion. But, he declared, he wasn’t going 
to lose much more that way. And that 
is a mighty good resolution for anyone 
to make. Do it now applies to selling 
at all times and particularly to selling | 
against 1932 competition. 


* - + 
HERE was, of course, nothing 
funny about it. In fact, it was 


tragic in more ways than one, but the 
young man who pointed out to me the 
item was chuckling and I frankly guf- 
I mean the story about an ex- 
were 


fawed. 
plosion killing two men, who 
being solicited for life insurance, right 
before the eyes of the agent. Perhaps 
I can blame my perverted sense of 
humor on the fact that I have just at- 
tended a two-day convention of Home 
Office Life Underwriters. I’m sure 
they would see the point. 


« * * 


IFE agents writing business in New 
York State should all read the 
article on another page of this issue 
by Albert Hirst. Mr. Hirst is counsel 
for the New York State Association of 
Life Underwriters and in that position 
he has performed signal service for the 
cause of life insurance. He and Julian 
S. Myrick worked long and faithfully 


to have enacted Section 55a, exempting | 


life insurance from the claims of cred- 
itors. Lately he has 
older section of the Personal Property 


Law which exempts policy proceeds in | 


Modes of Settlement contracts. Both 


sections are discussed. 


Life Insurance 


discovered an | 








Married women and 
widows, life insurance agents will tell 
vou, face a distinct handicap in seek- 
ing employment in competition with 
their Which may be 
entirely true, but according to the 
Lincoln National Life, Mrs. Gold- 
band takes dust when it 
comes to holding onto the 
she has landed it. More than seventy 
per cent of the leading women pro- 
|ducers of that company sign their 
names with the prefix Mrs. In the 
leading ten for the past month seven 
holders of first 


single sisters. 


nobody's 


job once 


were married. The 






place in the list for the past four 
|months were as follows: Mrs. Flor- 
| ence Thompson, Little Rock; Mrs. 
| F. L. Johns, Cleveland; Mrs. S. A. 
I) Murphy, Duluth; Mrs. Helen B. 
eae, Poa Ce 
| b FoR —.— 
oa 





Hall, Akron. Incidentally, the wo- 
men excell by far, in proportion to 
their numbers, the men in placing re- 
tirement income business. 


* * 


The Chartered Life 
Underwriters’ Study Group of the 
St. Louis Association has invited all 
| who are interested in preparing for 
the C. L. U. examinations to be held 
next June to attend the first session 
of the study group to be held on the 
/evening of December 2 at the offices 
of the Union Central Life. 








Atter hearing the 
| Autogiro Company representative 
'explain the merits of the windmill 
machine and viewing the moving pic- 
|ture demonstration of its perfor- 
at the meeting of the Home 


Association, 


| mance, 
Office Life Underwriters’ 


OLKS AND 
ACTS 


IN LIFE INSURANCE 


anyone would have to admit that it 
is merely a question of months before 
the air will be filled with commuta- 
tors rigged up along the lines sug- 
gested by the artist in the accompany- 
ing sketch. So safe. The man de- 





clared no one has ever been killed or 
badly injured by this craft and told 
his story so convincingly that the 
Occupational Committee of the asso- 
ciation, headed by Robert J]. Vane, 
of the Metropolitan, accepted his in- 
vitation to visit the Newark Airport 
and take a sky jaunt with him. 


*x x 


F is generally 
recognized that the racketeer collects 
tribute from every one of us. They 
collect through the food we eat, the 
clothes we wear and the refreshment 
we consume, if any. Few people, 
however, realize the extent of rack- 
eteering influence. The pistol and the 
blackjack even enter into life insur- 
ance and while the man behind the 
gun does not say “Stick ’em up!” he 





does say, in effect, “Rate ‘em up!” 
Such a lot of erstwhile legitimate oc- 
cupations now have to be carefully 
scanned for moral hazard. And what 

lot of business must be lost each 
vear to life insurance companies since 
gangsters have reversed the old “X 
marks the spot” and made it read 
“Spot marks the ex!” 
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ORDINARY 


Missouri State Life | 
Board in Session 


Dtenbbes tn beElected | 
in Jan.; Third Quarter | 
Dividend Probable 


If its present very favor- 
able mortality experience 
continues it is very probable 
that the Missouri State Life 
Insurance Company will de- 


clare the regular quarterly 
dividend of 30 cents per 
share on the outstanding 
500,000 shares of capital 
stock to stockholders on Jan. 
1, 1932. 

This is the surprisingly 


pleasing news that came out | 
of the meeting of the board | 
of directors of the company 
held at the home offices in St. | 
Louis on Nov. 20. The next | 
gathering of the board will | 
be on Dec. 18 when the ques- 
tion of dividends will be 
finally acted upon. 

Despite that the board of 
directors is still deadlocked 
six to six and they have 
failed to decide on a thir- 
teenth man to fill the vacancy 
caused some weeks ago by 
the death of J. Sheppard 
Smith, president of the Mis- 
sissippi Valley Trust Com- 
pany of St. Louis, the meet- 
ing on Nov. 20 was harmoni- 
ous. That has been inter- 
preted in some quarters as 

(Concluded on page 41) 


| 

i| In a letter to the field force, 

} President Edward D. Duffield 

| of the Prudential Insurance 
Company of America issued 
the following statement _re- 
garding the dividend scale for 
next year: 

“Owing to the prevailing 
trend toward lower interest re- 
turns on new investments, as 
well as some reduction in se- 
curity values, it is considered 
desirable to set our Ordinary 
dividends for 1932 at a some- 
what more conservative scale 
than that of the present year. 
The changes will be relatively 
slight for the policies of short- 
est duration, with a tendency 
to greater differences on those 
which have been longer in 
force or which are on the 
higher premium plans. 

ee 
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Amicable Reinsures 


Alamo Life 
Stockholders of the 
Alamo Life, of San An- 


tonio, Tex., have approved 
the deal whereby the en- 
tire assets of the company, 
with the exception of the 
home office building, is 
transferred to the Amica- 
ble Life, of Waco, Tex. 
The reinsurance contract 
was approved as of Nov. 9. 

Acquisition of the busi- 
ness of the Alamo gives 
the purchasing company 
insurance in force of more 
than $72,000,000 and assets 
of more than $9,000,000. 
A. R. Wilson is president 
of the Amicable. 











Estate Engineering 
Problem of the Day | 





Earl G. Manning Discusses 
Modern Selling Trends 
at Philadelphia 





PHILADELPHIA, Nov. 23.— 
Life underwriters today “are 
emerging from the era of 
policy selling into one of 
estate planning,” Earl G. 
Manning, of the John Han- 
cock Mutual Life, of Boston, 
informed the November 


adelphia Association of Life 
Underwriters held last week 


| PRUDENTIAL DIVIDEND SCALE 


“It is gratifying to be able 
to continue the same _ third- 
year dividend on the Modified 
3 policy, although the dividend 
for the fourth and fifth years 
will not step up at the same 
rate as under the present 
scale. The special disability 
provision in this form of 
policy avoids certain features 
which has led to the generally 
unfavorable experience of our 
own and other companies and | 
there is the further exception | 
that the first dividend is pay- 
able one year later than under 
our other forms. 

“Consistent with this action, 
the interest return on divi- 
dends and funds left with the 
company has been reduced 
from 4% to 4% per cent.” 





NDUSTRIAL 





‘Home Office Underwriters 


Hold Two-Day Convention 


Moral Hazards and Suicide Trends Among Subjects 
Discussed; All Officers Reelected; To Meet in 
Philadelphia for Semi-Annual Next May 


luncheon-meeting of the Phil- | — 





By FRANK 


ELLINGTON 


The third meeting of the infant organization of 


the insurance business, 


the Home Office Under- 


writers’ Association, was held with an attendance 
of well over a hundred members at the Roose- 





OFFICERS 
President — Austin D. 
Reiley, Mutual Life of 


New York. 
Vice-President—W. H. 

Rohlffs, New York Life. 
Vice-President—Wm. H. 

Dallas, Aetna Life. 
Secretary—L. H. Cruess, 











— ————$— — 
at the Bellevue-Stratford. | 

More than 300 attended | 
the meeting, which had as| 


feature Manning’s talk | 


on “Estate Engineering.” 
(Concluded on page 41) 








Wm. H. Rohlffs, Vice-President, | 
Home Office, Life Underwriters | 
Association 


|velt Hotel in New York last 
| Thursday and Friday. All 
|officers of the association 
| were reelected and Philadel- 
phia was selected as the con- 
{vention city for the May 
meeting. 

Although this association 
| has been in existence only a 
|short period of time, its 
|membership enrollment has 
already just about reached 


Home Life, New York. |the saturation point and 
Editor Publications— || judging from the tenor of 
Maleohn Adam. Penn || the last meeting it would ap- 
Mutual Life. pear that the semi-annual 
programs also have neared 


the saturation point in point 
of interest. While the vari- 
ous features were handled 
smoothly and with dispatch 
under the chairmanship of 
President Austin D. Reiley, 
supervisor of risks, Mutual 
Life of New York, it was 
noted that every session of 
the two-day meeting carried 
beyond its time limit to allow 


general discussion of the 
many problems before the 
convention. 

Much of the discussion 


participated in by the gen- 
eral membership cannot be 
reported, not that the subject 
matter was held to be con- 
fidential so much as because 
the members talked about 
specific cases, none of which 
could be summarized without 
risk of misrepresentation. 
The Underwriting Clinic ses- 
sions of both Thursday and 
Friday mornings were 
crammed with such business. 
(Concluded on page 21) 
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A PESSIMIST’S HISTORY 








OF THE UNITED STATES 




















Jan. 1,1931 . 





National L 


MONTPELIER 
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'’ 
In IS50 when the National was founded: 


There were 30 states in the Union. 


The population of the United States was.............:...000+. 23,191,876 
1930 122,775,046 
Colorado was mapped in the “Great American Desert.” 


NE WINN OO assarcsiesseninesnsesieciesessaidiaitamtbicttinl 29,963 
1930 ° . 3,375,329 
Railroad mileage of the nation was..............cccccccccscesssseseeeeeseeeees 9,031 | 
1929 249,433 | 
Annual income of the federal government was.............. $43,592,889 
1930 ° . $4,179,900,000 
a a Le Ee wee $153,017,725 
| 1930 $53,468, 139,000 
Life insurance in force was approximately... .§100,000,000 


TAKE A LONG LOOK AND CHEER UP! 

























$113,669,731,828 
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VERMONT 
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AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 
Established 1899 


HERBERT M. WOOLLEN, President 


Annuities 





Guaranteed 
Low Cost 


Guaranteed 
Benefits 





























juvenile policies 


‘|, JUST LIKE DAD’S” 


Lire Insurance contracts “just 
like dad’s” for children ARE available. 


A complete selection of policy con- 
tracts, including Twenty Payment Life, 
Twenty Payment Endowment at Age 
65, Twenty Year Endowment, Educa- 
tional Endowments maturing at any 
age or ages specified between 16 and 
21, and other standard continuous pay- 
ment and limited payment long-term 
endowments, are issued from date of 


birth. 


Mutual Trust 


LIFE INSURANCE COMPANY 


EDWIN A. OLSON, Presictent 

77 West Washington Street | 
... CHICAGO, ILLINOIS 
As Faith 








as OLD FAITHFUL” 








| 
| 
| This is the first of a series concerning Mutual | 


—F rust Life Insurance Company's Juvenile Policies == 
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Oregon Mutual Discards 
Part Time Underwriter 





Training and Supervision 
Program Now Demands 
Full Time Agent 





The Oregon Mutual Life 
Insurance Company of Port- 
land, Ore., announces, as a 
logical result of its new sales 
training and field supervision 
plans, the entire elimination 
of the so-called part-time 
agents. 

“Notice has just been sent 
to all generai agents to the 
effect that no more part-time 
agents are to be appointed on 
our field force,” said W. C. 
Schuppel, executive  vice- 
president, in making the an- 
nouncement, “and those part- 
time agents now on our list 
will either be absorbed into 
our organization as full-time 
producers or cancelled out 
during the year. 

“Our training course and 
our field supervision are now 
definite and intensive, so that 
a man who is compelled to 
devote the major portion of 
his time to some other line 
of endeavor just doesn’t fit 
into our picture. Moreover, 
our records show conclusively 
that the business produced 
by part-time agents is un- 
profitable to the members of 
our organization as well as 
being generall unsatisfactory 
to the policyholder.” 








Mississippi Assn. Meets | 

Resolutions memorializing | 
C. W. Welty, late president | 
of the Lamar Life, were} 
ordered by the Mississippi 
Association of Life Under- | 
writers at the regular month- 
ly luncheon at Jackson. The 
memorial committee appoint- | 
ed was: Thomas E. Hand, | 
Standard Life, chairman; S. | 
R. Whitten, Jr., Home Life 
of New York, and W. Dudley 
Owens, Lamar Life. 

The next meeting will be a 
ladies’ night affair, a dinner 
to be held on December 16 
and upon which occasion 
Roger B. Hull, Managing 
Director for the National 
Association, is expected to be 
present. 





Pacific Mutual, G. A. 

John E. Spiegel, for many 
years a member of the Wells- 
Williams Company, life in- 
surance agency of Indianapo- 
lis, has been appointed gen- 
eral agent in Indianapolis | 
for the Pacific Mutual Life | 
Insurance Co. of California. | 
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1871-1931 


Sixty Years of Service 


to an ever-increasing number 
of satisfied policyholders, 
during which time every obli- 
gation has been fully and 
promptly met. 


SUN LIFE ASSURANCE COMPANY 
OF CANADA 


Montreal 


Head Office 




















17 


Heads Indianapolis Actuaries 


Erston L. Marshall of the 
Lafayette Life Insurance 
Company was elected presi- 
dent of the Actuarial Club 
of Indianapolis. Mr. Mar- 
shall succeeds Harold G. Wal- 
ton. Harry Woodbury of the 
Reserve Loan Life Insurance 
Company was named vice- 
president, and Edward I. 
Shingler of the United Mu- 
tual Life Insurance Company 
was named secretary. 





Keffer Agency Production 


R. H. Keffer, general agent 
of the A2tna Life Insurance 
Company at 100 William 
Street, New York City, has 
announced that the 100 Wil- 
liam Street agency paid for 
$2,344,403 during the month 
of October, 1931. 








Entering 


Its 40th Year 


Prompt, efficient, result-getting service to represen- 
tatives and policyholders explains the phenomenal 
growth of the Missouri State Life Insurance Com- 


pany. Nowentering its 40th year, the 


become a nation-wide institution, ranking among the 
leading Old Line, Legal Reserve Life Companies of 
For the live, aggressive Agent, the mul- 
tiple line of Life, Accident and Health, Group and 


Salary Savings offered by this Company is a sure win- 


America. 


ner—it provides a contract to fit every 


need. Progressive Agents like the progressive meth- 


ods of the Missouri State Life. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


Hillsman Taylor, President 


A GOOD COMPANY TO REPRESENT 


Company has 


life insurance 
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Some Facts 


About the 
Bankers Life 
of Nebraska 


Founded in 1887. 


Issues both Participating and Non-Par- 
ticipating Policies. 


Has complete line of Endowment, Pre- 
ferred Low Rate and Retirement In- 
come Policies. 


Risks accepted from ages 10 to 65. 


Maintains a Home Office Training 
School for new agents. 


Offers an attractive General Agents 
Contract with non - forfeitable re- 
newals. 


Territory available in 
ILLINOIS, IOWA, MISSOURI, 
OHIO and PENNSYLVANIA 


W rite 
A. B. OLSON 
Mer. of Agencies 





Bankers Life Insurance 
Company 
of NEBRASKA 


Home Office 


Lincoln, Nebraska 








PROVIDENT 
TOOLS 


(No. 11) 


YEARS OF 
BUILDING 


Sixty-five years of building policyholder good. 





will gives Provident Representatives a distinct 
advantage in the sale of Provident policies in 
their communities. There is no sharper sell- 


ing tool than a good reputation! 


Provident “Mutual 


Life Insurance Company of Philadelphia 


‘Founded 1865 











Ww. L. MOODY, JR Ww. L. MOODY, Il WwW. J. SHAW 
President Vice President Secretary 


SHEARN MOODY J. B. MILLS 
Vice President Asst. Vice President 


AMERICAN NATIONAL 
Insurance Company 














GALVESTON.TEXAS 
Insurance in force 

We have openings 

for live menin $563,616,098.00 
California 

Colorado Assets 
Georgia 

Kansas $45,484,891.05 
Kentucky 

Michigan Surplus 
Minnesota 

Missouri $7,085,859.53 
North Carolina 

South Carolina ; - 
Tennessee Ordinary—Industrial 
Texas ; 

Virginia Liberal First Year and 
Washington i Renewal Commissions 
West Virginia 

If Interested Address 




















American National Insurance Company 
GALVESTON, TEXAS 
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John Hancock Will | 
Maintain Dividend | 


At a recent board meet- 
. ae || ing of the Brotherhood of 

To Drop Disability After | Sahn Yan tae 
January 1 and Limit | Moines, it was decided to 
Single Risk | |] petition ; the Insurance 
ingle Wisk Issue '| Commissioner of Iowa for 
|| authority to change from 
In an announcement to the || a fraternal beneficiary as- 
field force, President Walton |} sociation to a legal re- 
L. Crocker of the John Han-/|| serve life insurance com- 
cock Mutual Life Insurance || pany, This authority has 
Company of Boston, advised || been granted and a special 
that the general scale of div- || meeting of the brother- 
idends allowable upon indi-|| hood has been called for 
vidual policies in 1932 will Jan. 14 to vote on the pro- 


be maintained as heretofore. | posal. 


May Become Legal 
Reserve Company 








The Preferred Risk class will | At the present time the 
be entitled to a somewhat in-|| American Yeomen have 
creased dividend. |} more than $150,000,000 in- 


Group dividends will be|] surance in force, with 
computed as usual upon the || assets amounting to more 
group experience. than $22,500,000. 

Another interesting an- 
nouncement related to the 
withdrawal of the disability 
income feature on Jan. 1} 
next. After that date the | 
disability clauses in ordinary 
policies will provide for 
waiver of premium only. The 
disability provision in weekly 
premium policies will not be 
changed at present. 

The existing policy pro- | 
visions for double indemnity | 
or the payment of twice the | 
policy amount in case of 
death by accident will also be 
maintained without change. | 

A change is also being an- 
nounced in connection with 
the limits of insurance on a 
single life. In the ordinary 
department no more than 
$225,000 will be issued on 
any one life and the present 
limits on the older ages will 
be severely reduced. The i 
maximum named will be 
available only on limited life, 
modified life, and endowment 
forms at ages 25 to 45 in-| W. P. Coler to Join 
-lusive. ° . 
"Fhe maxim lit en| American Central Life | 
preferred policies will be 


$75,000 at ages 20 to 54, and ony | 
$45,000 at ages 55 to 60, in- | ~— a —_— win 
ssume New Duties 


clusive of all existing insur- | 
After Jan. 1 | 














Wendell P. Coler | 














ance on this form. 
The John Hancock Com- 
pany is also putting out on 
Jan. 1 a new retirement fund 
policy, providing primarily 
for annuities to the insured 
with contingent payments to 
members of the family. 





Herbert M. Woollen, presi- | 
dent of the American Cen- 
tral Life Insurance Company | 
of Indianapolis, Ind., has | 
|announced that about Jan. 1, 
oo | Wendell P. Coler, now secre- 
: |tary and actuary of the| 
Manager in Cleveland |American Life Convention, | 
Effective Nov. 23, W. C./ will join the American Cen- | 
Jenkins has been named |tral Life as actuary. Henry 
manager of the Cleveland| W. Buttolph, who has been | 
branch office of the Jefferson | secretary and actuary for 
Standard Life Company,!|many years, will retain the | 
Greensboro, N. C. | title of secretary. 
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GOOD SHIPS: Only “stormy weather” 


really tests the safety of ships and financial 


institutions. Well-managed life insurance 
companies have come through every “storm” 
—every test—safe and staunch. For example, 
for 86 years, since it was founded in 1845, New 
York Life has weathered all Wars, Epidemics 
and Financial Crises:—The Mexican, Civil, 
Spanish-American, and World Wars;—The 
scourges of yellow fever, cholera and influenza; 
—The panics and depressions of 1857, 1861, 
1865, of the 70’s, of 1884, 1893, 1896, 1903, 
1907, 1914, 1920-1921 and 1929-1931. In all 
these years New York Life has never failed to 
meet an obligation. 


NEW YORK LIFE 
INSURANCE COMPANY 


51 Madison Avenue, Madison Square 
NEW YORK, N. Y. 





Life Insurance 
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DO YOU LIVE IN MISSOURI? 
Helpful Opportunity | 


Awaits you there with this GREAT MIDWESTERN INSTITU- il 





TION dedicated to unsurpassed service in everything pertaining to 
the business of Life Insurance. 


Policies for men, women and children 
Modern plans, options and provisions 
Policyholders’ Savings Department 
Unsurpassed service on claims 

Great financial strength and stability 


RADIO STATION KFBI—1050 kilocycles 
THE 


“POLICIES FARMERS & BANKERS LIFE 
private INSURANCE COMPANY 


PROTECT” 








H. K. Lindsley, President 
J. H. Stewart, Vice-Pres. F. B. Jacobshagen, Secy. 


WICHITA, KANSAS 
































November Contests Build Business Dominant in the West 
for Peoria Life Agents 





nn: Menai Oifate 6 COMPANY in an expanding mood, 

t attempted by means of with a splendid background of 
ts, Dut oy ne oe —_ achievement, and the largest guaranteed 
cost company west of the Missouri 
River It keeps a step ahead in extend- 
ing modernized life insurance service. 
xo lign Family Income, Retirement Annuity, 
Business Protection and Juvenile Con- 
tracts, in addition to all standard forms. 
Non-medical written. 


Last month, f 


In November, | fe agents expre the enthusiastic 
yr the Liberal contracts and that better 
ao Home Office service for agents. 


— ne Insurance in force over $265,000,000 
Bi sek g anya i arog fain sides ag Admitted Assets over $43,000,000 








ets California-Western States 
Peoria Life Insurance Company Life Insurance Co. 
PEORIA, ILLINOIS Home Office: Sacramento 
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Underwriters Meet 
(Concluded from page 15) 


The general tone of these 
discussions, however, was of 
a healthy, optimistic nature, 
showing a real desire to co- 
operate with the men in the 
field. As an 
this trend, the underwriters 
carried on a lengthy discus- 
sion: of the feasibility of 
using the resources of their 


indication of | 





departments as a means of | 


helping the agent to write 
more business on preferred | 
risks. 





W. H. Dallas, 


Aetna Life, Vice-President 


In 1931 


Be the Outstand- 
ing Life Insurance 
Man Your 


Community 








in 


Our Service Will 
Help You 


Massachusetts 
Mutual Life 


Insurance Co. 
Springfield 
Massachusetts 


Organized 1851 


More Than Two Billion 
Dollars of Insurance in 
Force 

















| 


| 
| 


| Session. 























Scranton-Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an unlimited production. 
Contract as good as the best, with exclusive rights. 


Confidential communication invited from those with clean records and with 
ability to handle such an agency. 


Address 


EXCLUSIVE 


care of THE SPECTATOR 




















A discussion of 
hazards and a study of su- 
icides, the latter an excellent 
paper by Austin D. Reiley, 
were features of the first 
Mr. Reiley’s paper 
was prepared from a study 


|of something over a hundred 





cases of recent origin in his 
own company. Alfred J. 
Riley, of the Mutual Benefit, 
also read a paper at this ses- 
sion, outlining various con- 
crete cases and indicating the 
underwriting practice 
gested. A count of the com- 
panies represented showed | 
that the majority are using | 
the two-year suicide 
in preference to one year. 
Felicitations to the organiza- | 
tion were delivered at a 
luncheon address by Ray D. 
Murphy, vice-president of the 
Equitable Society. 

Robert J. Vane, Metropol- 


moral | 


sug- | 


clause | 


itan Life, occupied the chair 
during the joint meeting with 
the Occupational Committee 
| during the afternoon. This 
| session was featured by the 
|paper on Occupations of 
Moral Hazards, by John H. 
White, New York Life, a 
| paper which showed that a 
| great many industries are 
dotted with stop, look and 


listen signs for the cautious | 


| underwriter. 

| Chairman Reiley turned 
over the gavel to J. B. 

Mabon, Sun Life actuary, for | 
| the Underwriting Clinic on 


Friday morning. W. H. Dal- 
las, Aetna; Wm. H. Rohlffs, 
| New York Life; John R. | 


Harris, Metropolitan; Phelps 
| Todd, Provident Mutual; 
Franklin P. Meade, Lincoln 
| National Life, and Arthur 
| Coburn, North American Re- 
insurance, all took active 


part in the open discussion 
of the meeting. 

Dr. P. Maxwell Foshay, 
Mutual Life, addressed the 
Friday luncheon, and James 
A. Fulton, president of the 
Home Life, was the after- 
noon speaker. His topic was 
|“Balance in Underwriting.” 
| John M. Thomas, vice- 
| 
| 





president of the National! 
Life Insurance Jompany, 
| Montpelier, Vt., was intro- 
duced as a new member of 
| the association just before 
|}adjournment. Harlan S. Don 
| Carlos, president of the In- 
| ternational Claim Associa- 
|tion, was another § added 
| speaker at the final session. 
| He summed up his advice to 
| the members by saying: 
\“Fifty per cent of your 
| underwriting done when 
gent is appointed.” 


is 








THIS IS YOUR OPPOR- 
TUNITY TO BECOME A 
COMMONWEALTH LIFE 

AGENT 








And you just can’t afford to miss the opportunity that awaits you 
with THE COMMONWEALTH LIFE INSURANCE COMPANY. 
Our personal interest in our agents, our cordial cooperation with 
them, and our sincere, dependable backing gives them their oppor- 
tunity to achieve success, security and financial independence. 


CommonweEAct Lire Ins.Co., 
Louisvitte, Ky. 





“Opportunity 
Waits 


Not!” 
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G. V. CLEARY " 





ABSENCE DURING THE WORLD WAR RUINED HIS CHICAGO 
REAL ESTATE BUSINESS BUT THAT DIDN’T STOP CLEARY! 
HE BECAME A MILLION-DOLLAR-A-YEAR PRODUCER WITH 
RELIANCE LIFE! 


You can’t keep a good man down! Mr. G. V. Cleary, General Agent 
for Reliance Life in Chicago, was formerly a partner in a prosperous real 
estate firm, specializing in Chicago Loop real estate. Among Mr. Cleary’s 
real estate sales were the Brede Building . . . a $600,000 transaction .. . 
and the State Building at $800,000. Then came the World War! Two 
years’ absence . . . thirteen months in France where he was promoted 
to a first lieutenancy . . . and in his absence his real estate business passed 
out. 


Home from the war . . . without a job . . . Mr. Cleary in 1920 joined 
Reliance Life. For nine consecutive years he has earned the 5°¢ bonus 
for renewals of more than 80% . . . with 100% for two of those years. 
His agency volume in eleven years totals nearly $10,000,000. And 
exactly ten years after his real estate business suspended in 1929, he 
was the leader of the Reliance national sales organization . . . one of the 
select class of America’s outstanding life insurance salesmen who pay for 
insurance totalling more than a million dollars in a year! 


Reliance is happy to congratulate G. V. Cleary publicly on both his fine 
record and his fighting, “‘never-say-die” spirit! A winner never quits and 
a quitter never wins! 


RELIANCE 
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“I WENT WITH RELIANCE BECAUSE IT CHECKED ALL 
AROUND, AND I KNEW I COULD MAKE GOOD WITH A 
REAL COMPANY!” 


“When I decided to sell life insurance, I checked up on Reliance. Some- 
where among my papers I still have the sheet on which I wrote: 


Company . GOOD! (Headed by practical insurance men with ample capital) 
Contract GOOD! (Just as “square” to the agent as to the company!) 
Personnel GOOD! (Unusually frank, sincere, loyal) 

Size GOOD! (Neither too large nor too small) 

Policies GOOD! (Cover the range and are salable) & 

Cooperation . EXCEPTIONAL! (Testimony of men who know) 

Spirit PROGRESSIVE! (Fine record of growth) 


“After eleven years, during which I have had every opportunity to recheck 
my first conclusions, the only change I would make in the above notation 
would be to strengthen the adjectives! Any insurance man who can’t sell 
Reliance Life insurance is in the wrong business! 


“My ambition is to write and pay for more Reliance insurance each year. 


PERFECT PROTECTION, IN MR. CLEARY’S CASE TOO, MUL- 
TIPLIED PROSPECTS AND INCREASED PRODUCTION. 


“Perfect Protection . . . originated by Reliance . . . has been a wonderful 
help to me in getting prospects interested in insurance. By presenting a 
new idea and by paying claims during the insured’s lifetime . . . Reliance 
has given me the best answer to the stock objection, ‘Sure, insurance is 
all right . . . but you have to die to win!’ Income insurance appeals to 
everybody . . . and Perfect Protection makes income sure in every crisis!” 


LIFE 
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FARMERS BANK 
BUILDING 
PITTSBURGH, PA. 
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LEGION OF HONOR 

































From This 
Angle 





Big Day... 
| be ALWAYS happens 
when able Life Under- 
writers seize a new sales 
implement and concentrate 
on it—records are broken. 
October 26, Union Central 
applications eclipsed all rec- 
ords for 
the pre- 
vious 18 
LU% months. 
Forty- 
four per 
cent of the business reach- 
ing the Home Office that 
Monday morning was on 
four new policies. Yes, 
Union Central actuaries had 
their ears to the ground, 
and each of the plans an- 
nounced in the last ten 
months immediately 
“clicked.” 














Life Preservers .. 


pe problem of conser- 
vation is with us always. 
The Union Central, how- 
ever, has found an “out” 
for the policyholder with a 
heavy 

loan on 

his poi- 

scy. 28 

the bur- 

den of 

premium 

plus in- -~a.~~ ~ 
terest 2 
becomes 
toogreat, 
the Company goes to the 
rescue with a redating plan 
(announced in October) that 
rehabilitates his insurance 
estate, and adds to his re- 
rard for Life Insurance. 

















News 


Items 








Policyholders . . . 
~~ service and sales 


will follow” is a fa- 
miliar selling maxim em- 
phasized this October, which 
was Policyholders Service 
Month in The Union Central. 
Agents called on thousands 
of clients to offer assistance 
in bringing their present in- 
surance up to date. Union 




















Central 
MUL appli- 
— [[octoser ] —. cations 
— leiaztta| — Jumped 27 
= |abeneos| — per cent 
o Bavnpmhwh > over the 
“it hpapa\s Septem- 

ber total. 


Conspicuous in its October 
achievement was one west- 
ern Agency in which eleven 
men wrote 100 applications 
for $480,000 on old policy- 
holders averaging over 
$40,000 per agent. 


Graduation... 


HE Union Central Sales 

Training course is 
mighty popular with the 
men in the Field. Not only 
is it val- . ———__—} 
ued by / a 
newcom- @ + DIPLOMA ~ ‘y 
ers, but LORIE TTY 
veterans “ = = 
re-enroll | —~ new J 
feoat- 
ly so they may be abreast 
of changing methods at all 
times. With October gradu- 
ates, the alumnal roll of this 
speedy route to Life Under- 
writing proficiency passed 
the 1,000 mark. 





The Union Central 


Life Insurance Company 


of Cincinnati 























Guaranty Life. 


policies are easy to SELL. 


and 1930. 

















James Oviatt Bldg. 
Los Angeles, Calif. 























A Policy 


Tuned to the Times 


The need for life insurance is 
greater today than ever. People are 
buying it. But they want it at a fig- 
ure in keeping with today’s lower 


commodity prices. 


With a participating rate lower than 
many non-participating rates, Na- 
tional Life agents are finding busi- 
ness good. 

Its low rate and uncommon fairness 
are selling the National’s Universal 
Policy. 


National Life Company 
118—1ith Street 
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NDERWRITERS 


Business is good with National 





Your money is made on the poli- 
cies you SELL. National Guaranty 


Liberal agency contracts and lib- 
eral policy contracts account for 
our leading all California com- 
panies in new business in 1929 





We can use a few more good men. 


National Guaranty Life 








Des Moines, Iowa . 



































BUILD 


For the Future With 


Bankers 


National 
Le 


Opportunities offered 
to those who can qual- 
ify as District Man- 


agers. 


Qualification under 
this contract provides 
further opportuni- 
ties to develop your 


own General Agency. 


Details furnished upon 


request. 


BANKERS 
NATIONAL 


LIFE 
INSURANCE 


COMPANY 
Bankers National Life 
Building, 


Jersey City, N. J. 
President, 


RALPH R. LOUNSBURY, 


GEORGE RAMEE, Vice-President and 


Supt. of Agencies | 


ee 
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Disability Withdrawn 


In a letter to the agency 
force the United States Life 
announces that the company 
will discontinue the income 
disability benefit from Nov. 
15, 1931. After that date 
only the waiver of premium 
benefit will be considered. 

“Experience of the disabil- 
ity income feature shows the 
need of reduction in benefits 
for each $1,000 of life insur- 
ance,” the letter points out, 
“also a substantial increase 
in the relative premium rate, 
combined with stricter selec- 
tion of risks. We feel that 
with these restrictions the 
selling value is lost to our 
agents.” 





Northern Ohio Manager 


George W. Pruitt, district 
manager at Terre Haute, 
Ind., of the Life Insurance 
Company of Virginia, has 
been made district manager 
of the northern Ohio district, 
with headquarters in Cleve- 
land. 


In New Quarters 


Insurance of Birmingham, 
Ala., has moved into its new 


10-story office building on the | 


Southside. The company re- 
cently purchased the building 
and will occupy the three top 
stories. 








| than 
Life Underwriters’ Associa- | 














Frankfort, 


ance Department 


ITY CLAUSE, DOUBLE 


Peoples Life Insurance Co. 


“The Friendly Company” 


$5,884,944.18 on Deposit with the Indiana Insur- 


$839,839.33 Surplus Protection to Policyholders 
$50,000,000.00 Insurance in Force 


NEW STANDARD POLICIES, LOW RATES, DISABIL- 
INDEMNITY PROVISION 
MONTHLY INCOME, GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 


INDIANA, OHIO, ILLINOIS, MICHIGAN, ARKANSAS, 
TENNESSEE, TEXAS, IOWA AND CALIFORNIA. 


A few top notch contracts to Insurance Producers with experi- 
ence, character and ability. 


Indiana 


Address the Company. 




















Still Able to Buy 


Kansas City, Nov. 


field service for the Sun Life 
of Canada, spoke to more 
125 members of the 
November 


tion here at the 


| meeting, warning them that|the Fairmont Hotel. 
The Liberty National Life | 


they had not yet used all the 
weapons at their command in 
fighting the depression, and 
that the public, with whom 
underwriters are so quick to 
sympathize, is not nearly so 


unable to buy insurance as it | 
' 


tries to indicate. 


23.— | 
George Harris, in charge of | 
'of Stanford University ad- 
| dressed the San Francisco 
| Life 





Addresses West Coast 
Agents 
Professor E. K. Strong 


Underwriters Associa- 
tion at a general meeting of 
life men and women at 
Pro- 
fessor Strong selected “Psy- 
chology of Life Insurance 
Salesmanship” as his subject 
for the lecture, delivered to 
approximately 750  under- 
writers who attended the 
gathering at the invitation 
of President B. F. Shapro. 








THE MANHATTAN LIFE 
INSURANCE COMPANY 


654 Madison Avenue at 60th Street 


NEW YORK CITY 


Founded 1850 


THOMAS E. LOVEJOY—President 





Over Eighty-one Years of Continuous Service 
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gn0hrL- / 
By Voip. Vee d i 


UDGING from some of those who 

have done it rather extensively, | 

am by no means sure of the all- 
embracing truth of the statement that 
traveling broadens one. Still, it is al- 
ways interesting, even if one goes but 
a short distance from his own door-step 
and to places with which because of 
previous visits he thinks he is reason- 
ably familiar, to observe things he has 
never noticed before. Last week in 
Philadelphia I passed a couple of times 
the post office in that city. Usually 
I like to hurry by it and the one of 
similar architecture in New York, as 
well as in Hartford and certain other 
cities which were unfortunate enough 
to have post offices built while the craze 
for this particular type of ugly archi- 
tecture possessed the minds of such 
government officials as directed their 
design. 

* *. * 

HE one in Philadelphia is, like 

the others, in my opinion, terrible. 
Probably it will be torn down one day, 
as it well deserves. But what I noticed 
for the first time last week was the 
statue before one of the entrances. It 
may be all right now and then to guild 
the lily, but deliberately to make an 
ugly thing more ugly, is hardly to be 
tolerated. The figure I refer to depicts 
a letter carrier. His costume was of 
the period, I presume, in which it was 
moulded, and I have no criticism of 
that since, thank Heaven, it has been 
modified. But for lack of anything 
that might be termed artistic feeling 
or imagination, it seems to me to beat 
anything I have seen except a bronze 
of a former governor of Connecticut, 
and a few of the Civil War memorials, 
notably one in New London. 


* * 


ae on the pedestal is this inscrip- 
tion: 


A Memorial 
To the Letter Carriers 
of the Nation 
Erected to Symbolize 
Their Faithful Service 
To the People. 


* ~~ * 


terpreters of the fundamental 
causes of the Great War asserted that 
the countless statues with which the 
Kaiser lined Unter den Linden in 
Berlin had a lot to do with it. In my 
opinion, the nation’s letter carriers 
have good cause for taking up arms. 


a. of the many thoughtful in- 


Fire Insurance 


MEN AND. 





» .. MAT TERS 





seis of Indiana 


apparently got very excited recently 
when it was generally learned through 
a bulletin sent out by the insurance 
commissioner of that State that, un- 
der the new law, licenses to insurance 
agents could be granted only to those 
applicants who could show receipts 
for poll taxes. Since women do not 
pay a poll tax nor do men under 21 or 
over 50 years of age, not to mention 
certain persons who are exempt from 
paying it, the statement was widely 
circulated that a great many people 





would thus automatically be barred 
from becoming insurance agents. 
\lso, since the licenses were to be 
issued each year and each year the 
applicant must show his poll tax re- 
ceipt for the preceding year, it would 
seem to throw out any man over fifty 
no matter how long he might have 
een an insurance agent. Non-resi- 
dents, also, apparently would not have 
a look in. But Commissioner John C. 
Kidd has now issued another bulletin 
in which he states that the provisions 
of the act shall not be construed to 
apply to persons who are not required 
by law to pay a poll tax, to non-resi- 
dents, nor to licenses which are issued 
to firms, corporations, partnerships or 
artificial persons. FEvervone, includ- 
ing “artificial persons,” should breathe 
more easily as a result of the an- 
nouncement. 


(capeoning a 
recent bulletin issued by the Federal 
Board of Vocational Training, Fred 
Sheppard, headquarters manager of 


IN FIRE 


INSURANCE 


the International Association of Fire 
Chiefs, asserted that it will prove the 
biggest accomplishment up to date in 
the training of American firemen. 
The bulletin is intended as a guide 
for the setting up of specialized edu- 
cational courses for members of fire 
departments. If the program outlined 
is adopted by the principal cities, the 
hoard states, the eventual result will 
be a material education in the daily 
money loss of $1,500,000, and the es- 
timated daily loss of thirty lives 
caused by fires in the United States. 
It comments upon the fact that many 
fires are more easily extinguished by 
chemical apparatus than by the use 
of water, and it says that while it is 
not necessary for a fireman to have 
an academic knowledge of chemistry 
in order to handle a chemical fire ex- 
tinguisher, he should have a practical 
knowledge of certain important chem- 
ical reactions to the end that he may 
know how chemical apparatus works 
and how it can be controlled. So, too, 
he should have a good knowledge of 
ventilating principles since proper 
ventilation in handling a fire is often 
a vital factor. Many persons who, 





naturally, have a terrible fear of fire 
and the many horrors that accompany 
it, will be glad to learn that measures 
necessary to the protection of prop- 
erty on fire from water and other 
damage is included in the training. 
In what some people call the good old 
days, especially in places where the 
volunteer fire department was not 
often called for duty, the ambitious 
fire fighters apparently felt it was 
their job completely to demolish by 
means of water and axes anything the 
flames spared. 
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|.U.B. Mento Meet | 
With Ass’n Com. | 


Differences May Be lroned | 
at Luncheon in New | 


York Next Thursday | 








The members of the gov- 
erning committee of the In- 
terstate Underwriters’ Board 
and of the committee of the 
National Association of In- 
surance Agents, headed by 
Harry A. Manchester, which 
deals with matters connected 
with the Interstate Under- | 
writers Board, will meet at | 
a luncheon next Thursday in 
New York. The request for 
the gathering came from the 
National Association and the 
time is the same day as the 
annual meeting of the gov- 
erning committee. 


Question of Function 


It is expected that as a re- 
sult of the luncheon confer- 
ence some of the differences 
that have arisen between the 
National Association and 
the Interstate Underwriting 
Board may be ironed out. 
The National Association, 
holding that the Interstate 
Underwriting Board is a 
rate-making organization, 
asserts that it should follow 
the practice of other rating 
bodies, which includes mak- 
ing its rates accessible to all 
persons interested. The I. U. 
B., on the other hand, has 
claimed that it is not a rate- 
making body, since it takes 
the rates established by the 
regular rating organizations 
and then prepares an aver 
age rate based on the spe- 
cific rates of the various 
locations to be covered. Fre- | 
quently the charge has been 
made by association men that 
Ge tk. UG. BB. in reality 
simply a device for rate cut- 


is 


ting. There has also been 
the criticism from company 
men that the real reason 


agents object to the I. U. B. 
is that it reduces their com- 


missions. 
W. Ross McCain, vice- | 
; president of the Aetna | 
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| viduals, 


| governing 
| Manchester’s 
'composed of himself as chair- 
|}man; Lyman Drake, of Chi- 
| cago, and Percy H. Goodwin, 


To Attend Luncheon 





William B. Calhoun 


i 


MARIN E-—TRANSPORTAT ION—ALLIED 





LINES 


|Bad Practices Which High 


An interesting discussion 
on the question what he 


terms the high commission 
evil as it affects the local 
agents at Pittsburgh, Pa., 











has been received from John 
| A. Dalzell of the John A. 
| Dalzell Agency of that city. 
It is Mr. Dalzell’s conten- 


Plan to Aid Large Premium 
Paying Policyholders 


LOUISVILLE, Ky., Nov. 24. 


|—A new plan is being suc- 


cessfully used by some of the 
agents in helping business 
concerns, or large individual 
insurance buyers who hesi- 
tate about renewing three or 


| five-year term policies, espe- 


cially five-year term on fire, 
etc. 

Some concerns or _indi- 
whose business 
way off, because of lack of 
demand, find it hard to pay 
premiums on the line, run- 
ning up to $500 or $1,000 or 
more. 

Instead of writing one pol- 
icy for the entire amount 
and for five years the plan 
is being used of writing five 
policies, one each for one, 


is 


(Fire) Insurance Company. 
is chairman of the I. U. B. 
committee. Mr. 
committee is 


of San Diego, Cal. President 
William B. Calhoun, of the 
National Association, will at- 


| tend the luncheon in place of 


Mr. Goodwin who will be un- 
able to be present. 


two, three, four and five 
years, each for one-fifth of 
the total amount of coverage. 
It is reported that under this 


plan the cost figures out ex- | 


actly at the three-year term, 


making the cost less than for | 


a single year policy, and 
somewhat higher than for a 


five-year term policy, but the | 


amount of initial payment is 
reduced very considerably. 

Then when the first year 
policy expires it can be writ- 
ten for either five or three 
years, thus putting the busi- 
ness on an annual premium 
basis, in part, with one policy 
expiring and coming up for 
renewal each year. 


Adds to Work 


Of course such a plan en- 
tails far more work for the 
agent, in that it means 
soliciting expiration of one 
of these expiring policies 
each year, with no assurance 
that he will receive the re- 
newal. Right now there are 
a lot of people who are 
willing to pay more in the 


aggregate, rather than a/| 
large lump sum, figuring 
that a year or two years | 


from now business conditions 
will be back to normal. 





Commissions I end to Produce 


John A. Dalzell, of Pittsburgh, Enumerates Them and 
Asserts that Uniform Commissions Will Bring a 
Solution of Both Agents’ and Companys’ Problems 





tion that high commission 
companies are worse than 
cut rate companies, and he 
says that uniform commis- 
sions will go a long way in 
bringing about a solution of 
the agents’ and companies’ 
problems. 

His enumeration of prac- 
tices which, he believes, high 
commissions tend to produce 
is interesting. He lists them, 
in part, as follows: 

First. (a) Permit non- 
board companies to offer a 
rate reduction because the 
commission of  non-board 
companies and the reduction 
in rate is usually the differ- 
ence in commissions—looks 
like rebating. 

(b) Permit certain mu- 
tuals to obtain business be- 
cause they make a similar 
reduction in rate proportion- 
ate to the commissions saved. 

Second. High commissions 
paid by a few companies to 


| a few offices is unfair to the 


rest of the board companies, 
and tends to produce the fol- 
lowing results: 

(a) Companies not paying 
high commissions, who find 
their volume gradually slip- 
ping, are tempted to and do 
open up branch offices. In 
many cases the management 
is not at all too careful as to 
how he obtains the premiums 
as long as he gets them, a 
practice that brings into the 
business a poor quality of 
solicitor. The branch office 
acquisition cost, generally 
speaking, cannot but be ex- 
cessive, and tends to keep 
the rate high. 

(b) Local agents cannot 
compete with the branch of- 
fice, because, among other 
reasons, the branch office oc- 
cupies, generally speaking, 
more space than they actual- 
ly need. This attracts nu- 
merous brokers and others, 
whose overhead is carried by 
the branch office. 

(Concluded on page 31) 
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LOYALTY GROUP 


i i AM. 
TRUE OPTIMISM 


True Optimism is Faith; Faith in Humanity; Faith in the Nation; Faith in its Institutions; 2 
Faith in Yourself; Faith in the Present; and Faith in the Future. 

False Optimism is Hope based on Desire. 

Pessimism is compounded of lack of Faith in all that True Optimism is founded upon, and is acknowledg- 
ment of unbelief in self. too often coupled with the wish to profit through the misfortunes of others. 

History. that Just Judge of Humanity, reads the record and inexorably records the verdict. 

The Verdict is. always has been, and always will be that True Optimism is justified and its results proven; 
that False Optimism cannot last because of its unsound foundation; and that Pessimism cannot prevail. but 
must ever fail because of its inherent untruth and viciousness. 

History records that the world progressed, and was in every way better and more prosperous in the year 
100 than in the year 1 A. D.; History records that the world progressed. and was in every way better and 
more prosperous in the year 1000 than in the year 100 A. D.: History records that the world progressed, and 
was in every way better and more prosperous in the year 1900 than in the year 1000 A. D.; and History will 
continue to record the progress of the world. and this record will show the year 2000 in every way better and 
more prosperous than the year 1900 A. D. It is reasonable to believe, and it is wise to believe, and 
most people do believe that the year 1931 will bein every way better and more prosperous than the 
year 1930. Voice, therefore, your belief by word and act and aid it to come true in fullest measure. 

Almost two thousand years ago a wise teacher and leader of men said: 

‘‘Now Faith is the substance of things hoped for, the evidence of things not seen’’. 
Today Faith is as then. Today. as then. True Optimism is Faith. Thinking men must be and are True Opti- 
mists. That individuals have suffered misfortunes in the past and many have succumbed. and that individuals 
will suffer misfortunes in the future and more will succumb. cannot be denied. but such misfortunes. however 
hard for the individuals. are after all individual misfortunes and will not. in fact cannot stay the world march 
of progress and prosperity. 

Do not be ashamed of your True Optimism, and do not be afraid to express it because you 
3 fear some pessimist may ridicule it and tell you that some day he will say ‘‘I told you so’’. Have 
5 courage and make known your True Optimism by voice and deed; make known your Faith in 
Humanity; make known your Faith in your Nation; make known your Faith in the Future; 
make known your Faith in Yourself; and make known your Faith that the tide has turned and 
that Prosperity has its hand stretched to knock at the door, and will surely enter if we but heed 
it, instead of harkening to cowardly fear. 

NEAL BASSETT, President. 
un 
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NEAL BASSETT, President 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


NEAL BASSETT, Chairman of Board 
HENRY M. GRATZ, President JOHN KAY, Vice-President A. H. HASSINGER, Vice-President 
WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE GIRARD FIRE AND MARINE INSURANCE COMPANY 


NEAL BASSETT, President 
JOHN KAY. Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 


NEAL eae AY President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President ELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


SUPERIOR FIRE INSURANCE COMPANY 


NEAL BASSETT, Chairman of Board 
W. E. WOLLAEGER, crerttens JOHN KAY, Vice-President A. H. HASSINGER, Vice-President 
WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 























NEAL BASSETT, Vice-Presid 
CHARLES LJACKMAN, President is, HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 24 Vice-President 
THE CAPITAL FIRE INSURANCE COMPANY 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 


UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 


NEAL BASSETT, Chairman of Board 
CHAS. H. YUNKER., President JOHN KAY, Vice-President . H. HASSINGER, Vice-President 
WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


MILWAUKEE MECHANICS’ INSURANCE COMPANY 


NEAL BASSETT. Chairman of Board 


J SCOFIELD ROWE. President H.S LANDERS, Vice-Pres. & Gen’! Counsel S. WM. BURTON, Vice-Pres. J. C. HEYER, Vice-Pres. 
EARL R. HUNT, Vice-Pres S. K. McCLURE, Vice-Pres JOHN KAY, Vice-Pres. A. H. HASSINGER, Vice-Pres. WELLS T. BASSETT, Vice-Pres, 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


NEAL BASSETT. Chairman of Board 


.. reas President H.S. LANDERS, wie Pres. » Gen eet W. VAN WINKLE, Vice-President FEIGENSPAN, Vice-President 
HN KAY, Vice-President HASSINGER, Vice-President WELLS T. BASSETT. Vice-President 
COMMERCIAL CASUALTY INSURANCE COMPANY 
WESTERN DEPARTMENT | EASTERN DEPARTMENT PACIFIC DEPARTMENT 
Rush Street, Chi , mL 10 Park Place ° Calif. : 
ro A. CLARK, ~ scl Newark, New Je — ras pga —" 
Ass't Managers CANADIAN DEPARTMENT W. W. & E. G. POTTER, Managers 
H.R. M. SMITH 461-467 Bay St., Toronto, Canada ss’t 
JAMES SMITH FRED. W. SULLIVAN ; MASSIE & RENWICK, Ltd., Managers JOHN R. COONEY CHAS. H. GATCHEL 
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| Payments to Policyholders of 
Disbanded Mutual 


NASHVILLE, TENN., Nov. 
24.—Chancellor James  B. 
Newman, of Nashville, has 
entered a decree in the case 
of the Tennessee Farmers’ 
Mutual Fire Insurance Com- 
pany, et al, against R. D. 
Jones, et al, providing for 
the distribution of the assets 
of the insurance company. 

According to the court 
policyholders who sent in 
their policies for cancellation 





Missouri Agents 
Must Collect 





Extension of Credit Beyond 
Time Set by Department 
Ruling Is Rebating 











Joseph B. Thompson, su- 
perintendent of insurance for 
Missouri, has officially noti- 
fied the agents and brokers|and had them cancelled be- 
of the State that a ruling|tween July 1, 1931 and July 
made by the Insurance De-|20, 1931, were entitled to a 
partment on Jan. 1, 1925, re-|return premium on short 
garding the extension “ rate basis, and not on an un- 
credit on insurance premiums | earned premium basis. 
is as much in effect today as | The court further held 
when made and that the de-|that policyholders who paid 
partment intends to rigorous- cash for premiums on policies 
ly enforce it. were entitled to a returned 

The ruling was as follows: | premium on an unearned pre- 
“From and after January,|™mium basis. It held, also 
1925, premiums for insurance|that the policyholders who 
on all risks generally classi-| paid part cash and executed 
fied as Fire, Marine, Casualty| notes in part payment for 
or Miscellaneous, must be | premiums, are entitled to be 
collected as of the effective | Settled with on an unearned 
date of policy or contract or| Premium basis; that in event 
any renewal thereof either in| the amount of cash paid has 
cash or by note bearing not| not been earned by the com- 
less than the legal rate of| pany, then the policyholder 
interest. Failure to make | Should receive his pro rata of 
such collection either in cash| the unearned portion of the 





or by note, as set out above, | cash paid, and the _hote 
on or before the 15th day of | Should be returned to him. 
The Tennessee Farmers’ 


the second succeeding month | ¢ 

in which such policy or con-| Mutual Fire Insurance Com- 
tract or any renewal thereof | pany was organized about 
is effective, is prima facie | twenty-five years ago and at 
evidence of rebating. Pro-|the time of disbandment it 
vided, however, that premi- 
ums for fire insurance on 
farm risks written on the in-| 
stallment note plan, when the | 
interest is included in the 
computation of the premium, 
and premiums for judicial or | 


with about 
outstanding. 


15,000 policies 





Inland Marine School 


court bonds are _ excepted | 

from the provisions of this} An exceptionally large en- 

ruling.” rollment was reported for 
During the current de-| the new inland marine school 

pression many agents and|crganized by the Aetna 

brokers in the State have/ (Fire) Insurance Company 





found it extremely difficult to| Nov. 17. The course includes 
keep their collections up to|the study of marine perils, 
date and it is suspected that| types of marine losses, com- 
in many instances credit be-|merciai law covering bail- 


yond the period permitted by| ments, private and common | 
all | 


the State department’s ruling | carriers, transit risks, 
has been extended. | risks floaters, bailee, deferred 
| payment floater, miscellane- 
|}ous; regulation and super- 
| vision of inland marine in- 

The American Insurance|surance, general policy con- 
Co., of Newark, announces | ditions; and a careful study 
that, effective as of Jan. 1, | of the various inland marine 
1932, State Agent R. A. Gam- | policies. All students are 
ble of Kansas will be trans- | employees of the company in- 
ferred to the Rockford office | terested in preparing them- 
and J. G. McFarland will be | selves for positions of higher 
advanced to the position of | rank in the home office and 


State agent. |in the field. 
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| had about 8000 policyholders | 


Committee Planning for 
Insurance Commissioners 


DALLAS, TEXx., Nov. 23.— 
Plans for the entertainment 
of the National Association 
of Insurance Commissioners, 
who will be in annual con- 
vention here next fall, are 
being mapped out by a spe- 
cial committee recently 
named. Tom L. McCullough 
is chairman of that commit- 
tee with the following mem- 
bers: Marbry Seay, C. F. 
O’Donnell, R. A. Belknap, 
Harry Maxson, M. G. Jar- 
reau and Homer Mitchell. 
This committee will have its 
plans for the entertainment 
of the visitors complete 
shortly. The commissioners 
will be in Dallas two days 
and will pay a visit to 
Houston and Galveston while 
in Texas. 

A special committee con- 
sisting of Lorry Jacobs and 
Alfonso Johnson has_ been 
named to handle the publicity 
and the entertainment for 
the visiting trade journal 
|men while they are in the 


| city. 





Auto Fatalities Increase 
786 Per Cent 


BIRMINGHAM, ALA., Nov. 
4.—Fatalities from automo- 
|bile accidents in Alabama 
have increased 786 per cent 
|since 1917. This fact is re- 
|vealed in a compilation of 
| comparative figures on deaths 
|from motor car accidents by 


2 





|the Bureau of Vital Statis- 
|tics of the State Health De- 
partment. 

In 1917, it is shown, there 
were 49 deaths in Alabama 
from automobile accidents, 
the rate being 2.1 per 100,000 
|of population. In 1930 the 
total had risen to 439 deaths 
|from this cause, with a rate 
lof 18.6 per 100.000 of pop- 
julation; an increase of 786 
per cent in the past 14 years. 


| Fatalities from other acci- | 


‘dents decreased 32 per cent 
|in that period. 





Enters Texas and Arizona 


* DALLAS, TEx., Nov. 23.— 
|The Pacific National Insur- 
| ance Company has entered 
| Texas and Arizona. Cravens, 

Dargan and Company of 








Eastern Fire Reinsured 


The liability of the 
Eastern Fire Insurance 
Company, of Atlantic 


City, under its outstand- 
ing policies has been re- 
insured in the Public Fire 
Insurance Company, of 
Newark, under a binder. 
It is said that at present, 
under the terms of the 
binding agreement, one- 
half of the liability is re- 
insured by the Eagle Fire 
Re-insurance Company, of 
Newark. 

John C. Slape is presi- 
dent of the Eastern Fire, 
which «was organized in 
1902. As shown in its 
latest statement its assets 
were $606,937. Net pre- 
miums for 1930 were $59,- 
780. The total income for 
the year was $89,684. 
The record of the com- 
pany has been excellent 
and it is stated that its 
decision to reinsure is due 
to the condition of the 
security market rather 
than because of any ex- 
cess loss ratio. 











Marine Special Agent 
in Canada 


Douglas H. Macaulay of 
Toronto, Canada, has been 
appointed marine _ special 
agent in the Dominion of 
Canada for the Aetna (Fire) 
Insurance Company and its 
subsidiary, the World Fire 
and Marine Insurance Com- 
pany. Mr. Macaulay was for 
several years connected with 
the marine department of 
the Home Insurance Com- 
pany of New York in charge 
of their marine office in To- 
ronto. 

On Nov. 1, the Aetna and 
World changed the location 
of their Toronto office to 
|Room 510 Metropolitan 
Building. The office was for- 
merly at 15 Toronto Street. 
Mr. Macaulay will make his 
headquarters in the Toronto 
| office, being associated with 
R. H. Leckey and C. J. Mal- 








Houston are agents for the | 


|concern in both States. 
|Texas business will be han- 
dled through the Houston 
| office and the Arizona busi- 
jness through the San Fran- 
cisco branch of the Houston 
| agency. 


The | 


colm, both of whom have 
|been special agents of the 
two companies for many 
| years. 

Forrest W. Holly, assis- 


|tant manager, Jacksonville, 
Fla., for the Travelers Fire 
Insurance Company, has been 
| promoted to the position of 
|manager in the Travelers 
branch office in that city. 


Fire Insurance 























92 William Street 
AMERICAN EQUITABLE ASSURANCE COMPANY OF NEW YORK 


BRONX Fire INSURANCE COMPANY OF THE CITY oF NEW YORK 


Making the Uncertain Certain 


Sometimes we in the insurance business wonder if public 
knowledge and appreciation of insurance are becoming 
greater. There can be little doubt that they are, particularly 
among business men who want to make the uncertain cer- 
tain. They realize that it is part of good management to be 
properly insured. 


Many have for years followed the lead of banks which 
see that insurance is carried on property on which they have 
loaned money. They don’t assume that a customer has fire 
insurance. They check up, and consider the amount he 
carries in relation to his stock and his financial statement, 
when determining the amount of credit to be extended. 


They even go so far in some cases as to inquire if tornado, 
use and occupancy, public liability and business life insur- 
ance are carried. They don’t want a windstorm, fire, death 
or an accident to plunge the business into hopeless in- 
solvency. 


Thus the agent sees new importance in the old virtue of 
being an insurance counsellor and seeing that all his clients 
are adequately insured. At present he must be sure that 
neither underinsurance nor overinsurance will affect the 
reputation for good management of his clients and, conse- 
quently, their credit standing. 


Incorporated 
INSURANCE UNDERWRITERS 


Manager 


Capital, $2,000,000.00 Capital, $1,000,000.00 


Capital, $1,000,000.00 Newark, N. J. 


Capital, $1,000,000.00 


CORROON & REYNOLDS 


New York, N. Y. 


KNICKERBOCKER INSURANCE COMPANY OF NEW YORK 


MERCHANTS AND MANUFACTURERS Fire INSURANCE Co. 
( Chartered ) 








BRooKLYN Fire INSURANCE CoMPANY Capital $1,000,000.00 


GLope INSURANCE COMPANY OF AMERICA Philadelphia, Pa. 

(Established 1862) Capital, $1,000,000.00 

[NDEPENDENCE Fire INSURANCE Company Philadelphia, Pa 
Capital, $1,000,000.00 


New York Fire INSuRANCE CoMPANY (Incorporated 1832) 
Capital, $1,000,000.00 
RepusBLic FrrE INSURANCE COMPANY OF AMERICA 
(Incorporated 1871) 
Capital $1,000,000.00 


Pittsburgh, Pa. 
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Insurance Deputy 


Supt. Resigns 





Joseph F. Holland May Be 
Candidate for Attorney 
General of Missouri 





A. C. Martin of Kahoka, 
Mo., chief fire insurance ex- 


aminer of the Missouri In- 
surance Department and | 
formerly Deputy Finance 


Commission, on Jan. 1, 1932, 


will succeed Joseph F. Hol- | 


land, Deputy Superintendent 
of Insurance for Missouri. 


Mr. Holland announced his | 


resignation from the depart- 


ment on Nov. 12. His resig- 
nation, submitted to Gov. 
Henry S. Caulfield, is to | 


become effective on Dec. 31. 


He intends to practice law in | 


St. Louis. In Missouri polit- 
ical circles Mr. Holland has 
been regarded as a potential 
candidate for the Republican 
nomination as attorney gen- 
eral for Missouri. He has 
not yet definitely decided 
whether he will run for the 
office. 


High Commissions 
(Concluded from page 27) 


Third. High commission 
even encourages the appoint- 
ing of the risk itself or 
others who control only a 
few risks. 

Fourth. Those companies 
who for years have been ap- 
pointing local agents only, 
who find their volume slid- 
ing backward, are tempted 
to appoint a multiplicity of 
agents to make up for lost 
volume—many of such ap- 
pointments would not other- 
wise be made. 

Fifth. High commissions 
cause the appointment by 
certain of the general agents, 
companies and branch offices 
of a horde of individuals. 

Sixth. The limited general 
agencies and branch offices 
have wiped out almost en- 
tirely the brokerage business 
of the local agents, as all 
such brokers have been put 
on a local agency commis- 
sion basis. 

Seventh. High commis- 
sions attract the politicians, 
and encourages them to in- 
corporate insurance agencies. 

Eighth. It is utterly im- 
possible to harmonize the ef- 
forts of the local agents and 
the general agents who also 
do a local agency business. 

Ninth. The payment of 
high commissions by a few 
companies regardless of the 
title under which they may 
be allowed, increases the 
agency problems by the per- 
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| nicious 


Special Agent for Virginia | Independence and American 


Laurence W. Phelps 
been appointed special agent 
of the Travelers Fire Insur- 
ance Company for the State 
of Virginia, with headquar- 
ters in the Richmond branch 
office of the Travelers Com- 


| panies, where he will be as- 
| sociated with John A. Gibson, 


manager for the Fire Com- 
pany in Virginia. 


appointment of a 
horde of so-called sub-agents 
or commission takers, while 
the cut rate companies will 
in the process of time elimi- 
nate themselves from the 
business entirely. It would 
appear that the high com- 
mission companies create the 
greatest problem. 


has | 





Equitable Merge 


Meetings of the stockhold- 
ers of the Independence Fire 
Insurance Co., of Philadel- 
phia, and of the American 
Equitable Assurance Co., of 
New York, were held last 
Friday and Monday, respec- 
tively, and the proposition to 
merge the two companies 


| was approved. When the ap- 
| proval of the superintendent 


of insurance of New York 
and of the commissioner of 
insurance of Pennsylvania is 
secured, the merger will be 
completed, and the consoli- 
dated company will be known 
as the American Equitable 
Co. of New York. It will 
continue under the under- 
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writing management of Cor- 
roon & Reynolds, Inc. 





Eastern Underwriters Annual 


The Eastern Underwriters 
Association will hold its an- 
nual meeting at the Wal- 
dorf-Astoria Hotel, New 
York, Tuesday noon, Dec. 8. 
The annual meeting of the 
executive committee will be 
held at 10 o’clock that morn- 
ing. 





More than $32,000 has been 
subscribed by marine offices 
to the Emergency Unemploy- 
ment Relief Committee, it is 
announced by Hawley PP. 
Chester, chairman of the ma- 
rine insurance division of the 
committee, 
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Insurance 


Paris, France 
CHANGES 


To keep apace with modern trends changes must be 


made, 


otherwise business becomes stagnant. 


While contract forms have changed to meet the times, 
the prime factor remains unaltered —-safety and prompt 
performance of contractual conditions, even in times of 


depression. 


This Company transacts a Fire Reinsurance business only. 





FESTER, FOTHERGILL « HARTUNG 


10 William St. 


United States Managers 


‘New York City 





Fire Insurance 

















THE HOME <owrany NEW YORK 


RENDERS— 
















WE WRITE a personal service 
to Agents and Brokers 


a 


All Automobile Lines 


Owners’, Landlords’ 


pabtc Liskthy Complete Facilities 
Workmen's Compensation are at your disposal 
Golfers’ Liability on all — 
ee Casualty 
All Burglary Lines and 
Plate Glass 


Surety Lines 


Accident and Health 


FIDELITY AND ER, 


SURETY BONDS 


© 








WILFRED KURTH 
President 111 JOHN STREET NEW YORK, NY. 
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M’Cutchan-Day, 


Accused in Texas 


Receiver for Automobile 
Underwriters’ Company 
Charges Embezzlement 


DALLAS, TEX., Nov. 23.— 
Charges alleging embezzle- 
ment of funds of the Auto- 
mobile Underwriters’ Insur- 
ance Company of Dallas, now 
in the hands of receivers, 
have been filed against Darby 
A. Day of Chicago, and J. B. 
McCutchan of St. Louis. The 
charges were signed by O. 
Currin, receiver for the de- 
funct company, which was 
formerly headed by Day. 
The charges alleged that Day 
borrowed $200,000 of the 
company’s funds for the pur- 
pose of buying the control of 
the Liberty Insurance Com- 
pany of Dayton, and then 
used the money to pay a note 
at a Dallas bank, given for 
funds to acquire control of 





the Automobile Underwrit- 
ers. It is further alleged 
that Day and McCutchan 


sold good assets of the Dallas 
company, such as stocks and 


to buy the Liberty of Dayton. 

The charges further allege 
that one month after Day 
became president of the Dal- 


of the concern was given as 
$350,000, but there was a 
deficit of $407,663, leaving 
the concern more than $57,- 
000 in arrears. The report 
on the company, and the alle- 
gations in the complaint filed. 
showed the concern owned 
stock with book value of 
$325,000 when the market 
value of the stock was 
$26,000. Among that stock 
was 2400 shares of Liberty 
Insurance, with a book value 
of $300,000 and a market 
value of nothing, it is 
charged. 

The charges alleged control 
of the Dallas company was 
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bonds, to the amount of | 
$150,000, deposited that 
amount in a Chicago bank 


and then used $100,000 of it | 


las company the capital stock | 


May Explain Texas Deals 





Darby Day 


made through the Darby Day 
Investment Company of Chi- 
cago, by trading Chicago 
Fidelity and Casualty Com- 
pany stock at $62.50, par 
value at $25, for Automobile 
Underwriters stock at $20, 
par value $10. 

Both Day and McCutchan 
were recently indicted by a 
Federal Grand Jury at Kan- 


the mails to defraud. 

The companies _ involved 
are the Chicago Fidelity and 
Casualty, the Continenta! 

(Concluded on Page 39) 


sas City on charges of using | 


N 





ACCIDENT— BONDING — MISCELLANEOUS 


as 


| Casualty-Marine Groups 


| Discuss Individual Powers 


| Special Committees Meet with Deputy Commissioner 
to Decide Scope of Separate Fields; Outgrowth of 
| Complaints Made by Casualty Men Last Year 


| New York, N. Y.—Important steps to reconcile 
| the fields of casualty and marine underwriting were 
'taken at a meeting of the two groups in the offices 
'of the New York Insurance Department last week. 


| Principles of dealing with 
the various classes of cover- 
age which have been the 
source of conflict between the 
groups were discussed, and a 
subcommittee will report on 
its findings at the next meet- 
ing Dec. 7. 

Chief among the problems 
discussed were those concern- 
|'ing inland marine covers. It 
was agreed that goods 
shipped on consignment, the 
subject of import and export 
trade, are properly within 
marine writing powers, and 
that goods shipped on con- 











TY 


SURE AL 


E. M. Allen, president of 
the National Surety Com- 





10 months operations of the 
company stated: 

| “The real value of surety 
|companies to the general 
| business of the country has 
|never been 
|demonstrated as during the 
|extended period of depression 
with its consequent numerous 
bank failures, 
burglaries and hold-ups. 


so 


9”? 


“That until recently the 
j}increase or decrease in our 
business in Greater New 


| York was comparative with 
business throughout the rest 
|of the United States. How 
ever, during the last few 
months the company’s busi- 
ness in the territory outside 
|of New York City has been 
|much more favorable, espe- 


UE PROVEN — 
THIS YEAR, ALLEN SAYS 


pany in commenting on the | 


thoroughly | 


defalcations, | 


| cially in those lines we desire 


most.” 
“From my observation of 
|our company’s business it 


would seem to me that there 
|is less pessimism and more 
business effort in the terri- 
tories outside of Greater 
New York.” 

Referring to the bank fail- 
ures throughout the country 
which have caused great 
to surety companies 
over an extended period, Mr. 
Allen said: 

“One of the most encour- 
laging signs is the decrease 
in bank failures during the 
last two or three weeks. As 
|to burglary and hold-up in- 
surance the operations and 
experience are decidedly en- 
couraging outside the big 
| cities.” 


losses 


signment, the subject of do- 
mestic trade are also within 
marine powers. However, it 


| was decided that this power 


expire thirty days after the 
goods have arrived at their 
destination. 

Another point concerning 


| customers goods in the hands 


of bailees was discussed and 


| referred to the subcommittee 


for report. It was admitted 
that there was no point of 
difference between casualty 
and marine underwriters 
where the customer is the 


| assured, but that there was 


real difference of attitude 
when the bailee is the as- 
sured. In connection with 
this same subject, garment 
floaters will be considered by 
the subcommittee. 

The meetings being held at 
the present time were in- 
stigated last May when a 
special committee of 20 cas- 
ualty companies was organ- 
ized to bring the matter of 
marine competition to the at- 


| tention of the Superintendent 


of Insurance. Chiefly the 
casualty men object to the 
overflexibility of Sections 70 
and 150 of the insurance law, 
and demand that these laws 
be strengthened to provide 
for equality. They point out 
that under the existing code 
nearly every form of cas- 
ualty insurance can be writ- 
ten under an inland marine 
policy without being subject 
to the same rate regulations 
as casualty insurance. This 
promotes rate irregularities 
and discriminatory competi- 
tion, they believe. 


Casualty, Surety, Ete. 
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George Rogers Clark, as his base of 

supplies for the redemption of the 
Northwest Territory from British Rule, 
Louisville may well be called the Mother 
City of the Middle West. But the important 
part played by Louisville in the Westward move- 
ment of American civilization toward the shores of the 
Pacific and the present day utilization of its natural ad- 
vantages are sometimes dimmed by the romantic glamor 
of the famous Kentucky Derby. 


F Georze Roe in 1779 by General 


Louisville of today is racing ahead. Its impressive 
growth since the World War is the best evidence of what 
has taken place. Millions of dollars that were once in- 
vested in the distilling industry have been released for 
other lines. The United States Census of Manufactures 
shows that Louisville is the most important industrial 
center south of the Ohio and the Potomac rivers. 


Strategically located on one of the great inland water- 
ways of the country Louisville is less than 100 miles 
southeast of the center of population of the United States. 


* 
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At her front door is the greatest devel- 
oped hydroelectric power source in the 
Ohio Valley. To the Fast are the rich coai 
fields of Eastern Kentucky, West Virginia, 
Western Kentucky and Southern Indiana. 
Productive petroleum fields of Western and 
Eastern Kentucky also contribute a steady flow of 

wealth. To the North, are the corn and wheat producing 
areas of the country; to the South, the cotton and to- 
bacco areas. Diversity of crops, power, fuel supply 
and diversity of transportation facilities firmly estab- 
lish the economic stability of this city. Louisville is 
racing ahead. 


Because of its central location, its domination of 
the territory, and the rich future that lies before it, 
Louisville has been selected by Union Indemnity Com- 
pany as the home of its Kentucky Service Branch. This 
office is another Key City in that great nationwide 
net work of branches established by Union Indemnity 
Company in the interest of efficient service to its many 
thousands of agents from Coast to Coast. 








Union Invemniry G omprny 


A DIVISION OF INSURANCE SECURITIES COMPANY, 


Detroit Life Insurance Company 
La Salle Fire Insurance Company 
Union Title Guarantee Company, Inc. 





EXECUTIVE OFFICES: UNION INDEMNITY BUILDING, NEW ORLEANS 100 MAIDEN LANE, NEW YORK 
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T does seem that with everything 

else dragging along in the third and 
fourth sub-cellars of normalcy that the 
weather, at least, might have self- 
respect enough to run true to form. 
Why here it is nearly the first of De- 
cember, and I can spend a Sunday 


afternoon watching the Hudson Dusters | 
Waterfront | 
Wasps to a 56-0 victory clad in noth- | 


football team slug the 


ing heavier than a golf sweater. And 


my newspaper tells me that the tem- | 


perature on Sunday set an all-time 
record, and that if the “heat wave” 
continues we won’t be able to have tur- 
key for Thanksgiving. I suppose we’l! 
have to eat cold salads and drink iced 
tea all day to keep cool. 


* * * 


HE whole thing is most annoying 

because I can’t be sure when to get 
my overcoat out of hock, and the jani- 
tor’s boy and I just aren’t on speaking 
terms. One day I bawl him out be- 
cause it’s worse than chilly, and the 
next I inform him curtly that I would 
rather not have him transform my 
apartment into a Turkish bath. I had 
thought the day of poor investments 
over, but I played a sucker bet two 
weeks ago. It was when I had visions 
of howling blizzards and freezing eve- 
nings that I laid in a store of firewood 
so that a cheery log on the hearth 
would welcome the tired traveler who 
would faint on my doorstep. But there 
the basket of logs sit, worthless, a 
drug on the market, leering at me with 
a sort of ironical glee. If it doesn’t 
turn cold soon I’ll take them out, sit 
down on the curbstone, and whittle 
away like an old Vermont farmer. 


x * 2 


F this sort of thing keeps up we'll | 

be having a Florida land boom right | 
here on Thirty-ninth Street, and as 
usual my excess capital wouldn’t let | 
me buy enough land in which to bury 
an ant. It’s because I refuse to 
imagine that palm trees will ever 
sprout up in Greenwich Village, or that 
the Hudson will ever be the scene of 
February aquatic races, that I can’t be 
satisfied with our current climate. 
When I think that not more than a 
dozen years ago I used to go tobog- 
ganing after the usual Thanksgiving 
feast, my sense of values is ruined. 
I am accustomed to a fair degree of 
regularity and heat waves in December 
ruin my digestion. Looking at this 
week’s weather, I feel called upon to 
say what the backwoodsman said of the 
giraffe, “There ain’t no such animal.” 
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F you were 
| a flicker patron back in the days when 
movies were made with plenty of fury 
| but no sound you will remember 
| Juanita (pronounced “\Van-eeta” ) 
| Hansen, as the beautiful heroine of 
|many a thrilling film. As we recall 
| Juanita she was forever escaping 
from the yawning jaws of lions ‘n’ 
tigers and other beasts of prey, in- 
cluding the lecherous villains who 
would condemn her to a fate worse 
than death. Like the acrobat who 
broke his neck stepping out of a taxi, 
Miss Hansen came through all these 
truly dangerous experiences without 
a scar, only to fall a victim to a 
strange accident in the comparative 
safety of a New York hostelry. Be- 
ing a stranger to our city, Miss Han- 
sen was unaware of a whimsical reg- 
ulation of the New York Plumbers 
Local No. 778 which calls for the 








| “Hot” and vice versa. 


labelling of all cold water taps as 
Accordingly, 
when she stepped gingerly under 
what she supposed was a cold shower 
in the Hotel Lincoln she received such 


a scalding as to prevent her from con- | 
| tinuing with her professional career. 
| 





In a resultant suit, which was watched 
closely by liability insurance under- 
writers, Miss Hansen was awarded 
$109,269 in damages. We were going 
to caption our artist’s illustration, 
“Hot shaa-ha cha” but thought bet- 


er of it. 
* * ok 


Vite taxi drivers 








who weave in and out of elevated | 





AND 





IN CASUALTY INSURANCE 


pillars and fast trafhe, who jam on 
hydraulic brakes a split second before 
you have dedicated yourself to the 
hereafter are just one hundred and 
twenty-four per cent better drivers 
than vou are. The National Safety 
Council says that from June, 1927, to 





June, 1931, their accidents decreased 
sixty-five per cent while the average 
pleasure car accidents increased fifty- 
nine per cent. So there. 

The National Safety Council also 
informs us of a new automobile race 
they are staging during the next six 
months among 400,000 commercial 
vehicle operators. In this race which, 
it is estimated will be two billion 
miles long, speed won't count a bit, 
and the only thing that will bring in 
the Grand Prix will be a_ shining 
white “no accident” record. 

* * x 


When Kentucky bankers 


say “Wanted, Dead or Alive, $1,000 


| Reward,” they mean it and no mis- 


take. Their State association has paid 
a total of $61,000 in rewards since 
1921, and 61 bank bandits are behind 
the bars, where the depression doesn't 
worry them in the least. Three others 
stand convicted, and the Association 
is determining how the rewards shall 
be paid. Our correspondent reports 
that there are 400 members in the 
Association and that the average cost 
per conviction per annum is $2.50, 
and that the average for ten years has 
been about $16. But he also “views 
with alarm” the fact that there is no 
depression in the holdup field, and 
that the cost per conviction this year 
will average no less than $50. 


Casualty. Surety, Etc. 
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CASUALTY & SURETY 
EXCESS COVERS 
REINSURANCE 




















THE 


EXCESS 


INSURANCE COMPANY 
OF AMERICA 


JAMES GIBBS, President 


1857 1931 


The Oldest Life Insurance Company in 
the West. Desirable territory open for 
live agents. Has an enviable record for 


liberal dealing. 





ST. LOUIS MUTUAL LIFE INSURANCE CO. 
, ST. LOUIS, MO. 
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Executive Offices 
84 WILLIAM STREET 
NEW YORK CITY 
NEW YORK 


Telephone: BEekman 3-0890 























| No Depression for This Man 


He sells something’ that 


everybody needs—the protec- 
tion afforded by United Life 
policies which contain ALL 


IN ONE CONTRACT: 


LIFE INSURANCE WITH 
DOUBLE AND TRIPLE IN- 


DEMNITY FOR ACCIDEN- 
TAL DEATH. 
NON - CANCELLABLE, 


NON-PRORATABLE WEEK- 
LY ACCIDENT INDEMNITY. 


WAIVER OF PREMIUMS 
FOR TOTAL AND PERMA- 
NENT DISABILITY. 


In addition to attractive 
policy contracts in the form 
of ordinary life, limited pay- 
ment life, endowments, month- 
ly income, educational endow- 
ments, and juvenile insurance 
he offers 


THE INCOME INDEMNITY 
CONTRACT — THE NEVER 
FAILING SUBSTITUTE FOR 
THE SALARY CHECK. 

His advice to ambitious 


agents is this: Get in touch 
immediately with 





| United Life and Accident Insurance 
Company 
Home Office: United Life Building 
CONCORD, NEW HAMPSHIRE 





1884 | 
Insurance Company of Maryland 
Forty- One of the Leading Legal Reserve Indus- 
tansy trial Life, Health and Accident Insurance 
Faithful Companies in America. Reliable agents 
Service wanted in Maryland, Pennsylvania, Dela- 
ware and the District of Columbia. 
1931 
| 1931 | B. LEO TALLEY, Centre St. & Park Ave. 
airman of Board 
| CHAS. H.TAYLOR, Pres. | BALTIMORE, MD. 
INTERSTATE LIFE & ACCIDENT CO. 





JOS. W. JOHNSON, M. D., Presiden: 


Life, Health and Accident Insurance 


FOR AGENCY CONTRACTS WRITE 
JOHN W. BLEVINS, Vice-President 


Home Office 
Chattanooga, Tennessee 
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MIDLAND LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 
THE COMPANY 









Backed and endorsed by the most substan- 
= and influential business men in Kansas 
ity. 


THE MANAGEMENT Practical insurance men of long experience 


and conspicuous success. 
MISSOURI, KANSAS, OKLAHOMA, 
THE TERRITORY COLORADO, TEXAS. The best territory 


in the country today. 


FREDERIC S. WITHINGTON, 
Sec’y & Actuary 


DANIEL BOONE, Jr., 
President 


















































ee 





1824 1931 
Over a Century Old 


UNITED STATES FIRE 


INSURANCE COMPANY 


Home Office 
110 William Street, New York City 
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Safety Engineers 


Aid Life Field 


H.W. Heinrich of Travelers | 
Tells Home Office Men | 


of Indirect Benefits 





While the safety engineer 
has come to be an essential 
function in the sound con- 
duct and development of the 
casualty insurance business, 
it is also clear that a definite 
relation exists between 
safety engineering and life 
insurance experience as well, 
according to H. W. Heinrich, 
assistant superintendent of 
the engineering and inspec- 
tion division of the Travel- 
ers, who spoke on Friday, 
Nov. 20, before the occupa- 
tional committee meeting of 
the Home Office Life Under- 
writers’ Association in New 
York City. 

The result of the safety 
engineer’s efforts are not 
confined to the particular 
insurance interest which em- 
ploys his services, pointed 
out Mr. Heinrich. Lessening 
of the hazards for the em- 
ployee of certain factories or 
quarries, Mr. Heinrich said, 


not only results in the better- | 


ment of the compensation ex- 
perience on these factories or 
quarries but also must auto- 
matically decrease the claims 
under the personal life, acci- 
dent and health insurance 
any of them carry as individ- 
uals. If the operation of a 


particular elevator is made | 
safer by the efforts of an in- | 


surance engineer, it was 
pointed out that it is also 
obvious that the improvement 
benefits all who use the 
elevator regardless of the 
kinds of insurance carried. 
The installation of ma- 
chine guards was also cited 


to show how engineering re- | 


vision may have an effect 


upon life insurance experi- | 


ence. 
cording to Mr. Heinrich, the 
number of accidents from 
machinery was 18,490 in 
1919 and 7817 in 1929. This 
record, it was said, is typical 
of many other situations and 
is a direct reflection of the 
intensive drive which has 
been made by accident pre- 
vention engineers during the 
last decade on the provision 
of guards for machinery and 
machine tools. The occupa- 
tional hazard classifications 


In Massachusetts, ac- | 


A thirty-eight page attrac- 
tively printed pamphlet with 


|has just been completed by 
the conservation staff of the 
| National Bureau of Casualty 
and Surety Underwriters for 
the American Legion. It 
contains a complete safety 
program to be used by the 
more than 10,000 Posts on 
the organization as well as 
those of the Women’s Auxil- 
iary in a campaign to reduce 
accident fatalities and in- 
juries in the United States. 
It goes as a contribution of 
the member companies of the 
Bureau to the Posts. 

Russell Cook, director of 
the American commission 
of the Legion, announced at 
Indianapolis last week that 
the saving of human life had 
been made a major activity 
of the Legion and its auxil- 
iaries. Following a meeting 
of the commission, which was 
| addressed by John J. Hall, 
| director of the Bureau’s divi- 
sion of street and highway 
safety, Mr. Cook announced 
| that regional and state con- 
| ferences will be held in every 
section of the country this 
| fall and winter. There safety 
programs will be worked out 
in detail for each locality. 
Mr. Hall or other members 
of the Bureau ‘conservation 
staff will be present at these 
ecnferences to advise as to 








Named Agency Director 
DALLAS, TEXx., Nov. 23.— 
Harry C. Jones, formerly 
with the American National 
Insurance Company, at Gal- 
veston as manager of the 
health and accident depart- 
ment, has been made agency 
director and manager of the 
health and accident depart- 
ment of the Rio Grande Na- 
|tional Life of Dallas. The 
Dallas company entered the 
| health and accident field the 





| latter part of October. 











| — 
|in metal, wood, leather and 


|textile plants, machinists, 
|mechanics, pattern makers, 
|buffers and polishers, tool 


|and die makers, etc. 
Further service to life in- 
surance and more specifically 
|to the life underwriter, it 
was pointed out, is afforded 
by casualty insurance engi- 
| neers in regard to the iden- 
tification and _ rating of 





cover in appropriate colors | 


'_BUREAU GIVES SAFETY 
PAMPHLETS TO LEGION 


| particular problems that may 
be presented by the delegates. 

The pamphlet which was 
| prepared under the general 
|supervision of Albert W. 
Whitney, associate general 
|manager of the Bureau, in 
|charge of conservation, is 
| divided into four main parts. 
In the first part the present 
grave accident situation is 
set forth; the second takes 
up traffic; the third, child 
safety education; and the 
fourth, home safety. 

In the first section those 
things which the Legion can 
do are suggested and then 
followed by further sugges- 
jtions of how they can be 
done. Proper committees 
should be formed in each 
Post, a survey of the general 
|accident field can be made 
j}and some particular problem 
the Post is best adapted to 
| solve can be picked out. Then 
|must come cooperation with 
all other organizations in a 
| well coordinated campaign. 








| Auto Death Rate Slows 
| Up in Two Months 





| 


| August and September Rec- 
ords Show Decrease Under 
Early Reports 





HARTFORD, CONN., Nov. 23. 
'—Although around 27,500 
|}persons have been killed in 
automobile accidents in the 
United States the first ten 
months of this year, accord- 
ing to reports received by 
the Travelers Insurance 
Company from State officials, 
the increase thus far in- 
dicated in the second half of 
the year is considerably un- 
der the gain in deaths for the 
first half. 

The increase in motor ve- 
hicle deaths thus far in- 
dicated for the second half of 
the year is less than 1 per 
cent as against more than 5 
per cent gain for the first 
|half. For the first time this 
year two consecutive months 
have shown decreases. in 
fatalities, the combined fig- 
ures indicating this for Au- 
gust and September. 

Deaths as_ reported by 
States having approximately 
| 85,000,000 population show 
|an indicated country-wide 
increase in fatalities for the 





Denies Basis for 
$370,000 Suit 





Prudential C. & S. Never 
Held Title to Debated 
Lands, Baldwin Says 





William Baldwin, general 
manager of the Prudential 
Casualty & Surety Company 
of St. Louis, Mo., in com- 
menting on a suit for $370,- 
000 damages filed in the St. 
Louis Circuit Court against 
the insurance company and 
the Insurance Investment 
Company of St. Louis by the 
Immigration & Homestead 
Corporation for _ alleged 
breach of an oral contract, 
stated that the suit was ab- 
solutely without merit either 
as to the insurance company 
or the investment concern. 


No Grounds 


“There are no legal grounds 
for bringing this action 
against either of the de- 
fendants,” Mr. Baldwin 
stated. “The Prudential Cas- 
ualty & Surety Company 
has never held title to the 
28,000 acres of southeastern 
Missouri farm lands the Im- 
migration & Homestead Cor- 
poration alleges it was organ- 
ized to sell, and none of the 
allegations contained in the 
suit against the Prudential 
Casualty & Surety Company 
or the Insurance Investment 
Corporation are true.” 


Interest Indirect 


E. P. Wilson, vice-presi- 
dent of the Insurance Invest- 
ment Corporation, 722 Chest- 
nut Street, St. Louis, was 
equally emphatic in denying 
that there was any basis for 
the suit. He said that his 
company’s interest in the 
Prudential Casualty & Surety 
Company is indirect, it having 
made loans on which stock of 
the Prudential Casualty & 
Surety Company is part of 
the collateral security. A 
| schedule of liabilities and as- 
| sets filed in the United States 
District Court Nov. 18 by the 
bankrupt Prudential Finance 
Corporation of St. Louis re- 
vealed that concern owed the 
Insurance Investment Corpo- 
ration $225,000, secured by 
7300 shares of Prudential 
Casualty & Surety Company 
stock valued at $255,500. 
| Wilson said that this stock 
was but part of the collateral 








affected by the guarding of | specific industrial classifica-| first 10 months of 3.7 per | securing the loan made by the 


machinery include workmen 
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tions. 


| cent. 


| investment company. 
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51.24% 


of the new business Paid for in The North- 
western Mutual Life Insurance Company in 
the year 1930 was upon applications of 
members previously insured in the Com- 


pany. 


Once a Policyholder— 
Always a Prospect 





THE POLICYHOLDERS COMPANY 


Northwestern Mutual Life 
Insurance Company 


of Milwaukee, Wisconsin 


W. D. VAN DYKE, President 




















for progressive agents... 





Life 
Underwriting 
Efficiency 


by Walter Clag 


Repeatedly described as 
the best beginners text 
available on life insur- 
ance salesmanship. Nu- 
merous subtle ways of at- 
tracting the prospects at- 
tention and beguiling 
methods of approach are 
outlined. followed by 
many ingenious closing 
suggestions, Selling ade- 
quate coverage is stressed 
with definite examples to 
show how the salesman 
may lead the prospect to 
discover the extent of his 
own needs. 


Price $1.00 


12 copies, $10; 
25 copies, $20. 





The Spirit 
of Life 


Underwriting 
by Welter Claf 


In thfs book, a sequel 
to Life Underwriting 
Efficiency, the author em- 
phasizes the ihaportance 
of physical appearance 
and mental attitude. This 
book is not only highly 
inspirational to both the 
new and the experienced 
salesman but also offers 
many new and effective 
sales methods. One G. n- 
eral Agent says it is “the 
best sales book for both 
new and old men I have 
read in my 26 years in the 
business.” 


Price $1.00 


12 copies, $10: 
25 copies. $20. 


NASHVILLE - - - =- 





C. L. U. DEGREE QUESTIONS & ANSWERS 


Copies of complete set of questions 
answers to the June, 1931, C. L 
Degree examination. 


ao” Price $1.00 


12 copes. siv 





ORDER TODAY FROM 


THE INSURANCE FIELD 
P. O. Box 617 


LOUISVILLE, 


KENTUCKY 
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We are prepared to offer un- 
usual opportunities to progressive 
Life Insurance men in Texas and 
Louisiana. 
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For Contracts and Territory, Address 
R. B. COUSINS, JR., President 














SAN JACINTO LIFE 
INSURANCE COMPANY 


Beaumont, Texas 







SHIELD POLICIES 


Ordinary Life Insurance 
Industrial Life Insurance 
Health & Accident Insurance 





NATIONAL 
LIFE AND 


ACCIDENT 
INSURANCE 


Say = Total claims paid 31 years ending 
ow December 31, 1930, $77,875,652.37 








C. A. CRAIC, Chairman of the Board W. S. BEARDEN, Sec’y-Treas. 


THE NATIONAL 
LIFE & ACCIDENT INSURANCE CO. 
Home Office, National Building 








Boston Mutual Life 


Insurance Company 


160 Congress Street 
BOSTON, MASS. 


“The Company of the Minute Man” 
H. 0. EDGERTON, Pres. E. C. MANSFIELD, Sec’y & Treas. 
WILLIAM H. MOODY, Supt. of Agencies 
L. J. PETERS, Asst. Supt. of Agencies 
A corporation organized and operating under the 
Insurance laws of Massachusetts. All desirable 
forms of up-to-date contracts issued. 


CORRESPONDENCE SOLICITED 


Boston Mutual Contracts in their wording are perfectly 
simple and their benefits SIMPLY PERFECT. 
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Non-Bureau Men | 


Discuss Rates 


Department Wants Uni- 
form Deviations Filed; 


Companies Object 





Non-conference casualty 
and surety companies oper- 
ating in New York State met 
in the New York Insurance 
Department Monday of this 
week to discuss the filing of 
uniform deviations from the 
manual rates with Supt. Van 
Schaick. At the end of a 
two-hour session they were 
given “several days” to sub- 
mit their plans in writing. 

It was also announced that 
a meeting the fire and marine 
companies would be called to 
discuss the same subject in 
the near future. 

Frederick Richardson, U. 
S. manager of the Genera! 
Accident, Fire and Life As- 
surance Corp., and George H. 
Reaney, president of the 
United States Guarantee Co. 
were outstanding in the dis- 
cussions. Both men ex- 
pressed their wish to retain 
separate rating identities. 
Mr. Richardson declared that 
the proposal to make every 
company belong to some rat- 
ing organization which would 
file a uniform differential 
would not permit the sep- 
arate companies to _ utilize 
their own experience. Such 
freedom, he thought, should 
be permitted. 

Mr. Reaney defended rate 
deviations in the surety lines, 
saying that there were some 
classes written by his com- 
pany which had _ sustained 
practically no losses over a 
period of thirty years. 

Members of the depart- 
ment told the company men 
present that the purpose of 
the meeting was not to have 
them file their own experi- 
ence and have their rates 
scrutinized by the depart- 
ment but to develop some 
plan which would allow the 
companies to take manual 
rates and then file uniform 
deviations. 

They were advised, how- 
ever, that in order to have 
uniform deviations, it would 
be necessary for them to be- 
long to some rating organ- 
ization. It was explain that 
if any underwriter objected 
to the rate filings of this or- 
ganization he could call for 
a review by the department, 
and that if he was sustained, 
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Casualty, Buffalo, 
N. Y. 


The first regular depart- 


Guardian 


mental examination of the 
Guardian Casualty Co. has 
been made by the New York 
Insurance Department as of 
June 30, 1931, and their re- 
port has been filed. The 
company is shown to have 
had total admitted assets on 
June 30, 1931, of $3,442,554. 
Chief among its assets are 
bonds amounting to $1,192,- 
545 and stocks $858,872 at 
market value. Other items 
include mortgage loans, 
$439,350; cash, $344,670; 
premiums in course of col- 
lection, $569,308; other as- 
sets, $37,810. Its liabilities 
amount to $2,449,749, and 
its surplus to policyholders, 


$942,805, including $650,000 | 


capital. Chief among its lia- 
bilities are its unearned pre- 
mium reserve of $1,130,659, 
special reserve for unpaid 
liability and workmen’s com- 
pensation losses, $851,197. 
The report states that 
“While increase in loss re- 
serve is shown by this re- 
port was in a large measure 
due to subsequent informa- 
tion not available to the com- 
pany as of June 30, 1931, it 


should be stated that the 
company had in most cases 
subsequently adjusted its 


loss reserves.” 
The underwriting and in- 


vestment exhibit covering the | 


entire period of the com- 
pany’s operation from the 
date it began_ business, 





the entire insuring public 
would profit if it is a de- 
crease in the rate. 


Baltimore 








Bank Vault Backed by 
Insurance 


LOUISVILLE, Ky., Nov. 
23.—The Security Bank, 
of Louisville, at the en- 
trance to its safety de- 
posit vaults has a sign 
telling of the strength of 
the mechanical installa- 
tion, and further telling 
customers that as_ in- 
creased protection the 
company carries a million 
dollars of insurance 
against loss by burglary. 














March 5, 1928, to June 30, 
| 1931, shows underwriting in- 
| come earned of $4,971,631, 
| losses amount to $3,661,772, 
| underwriting expenses total, 
$2,132,832. The report states 
that the underwriting loss is 
attributable to the rapidly 
increasing volume of busi- 
ness transacted which, with 


the resultant increased re- 
serves together with the 
expenses incidental to the 


development of new business. 
In addition to this, the com- 
pany, in common with other 
companies, has experienced 
the adverse loss ratios 
caused by the depressed busi- 
ness conditions. 


Day Accuser in Texas 
(Concluded from page 33) 


Auto Underwriters of Spring- 
field, the Sampson Insurance 
Company of Freeport, the 
Liberty Insurance Company 
of Dayton, the Indemnity 





Company of America of Kan- 
sas City and the Automobile 
| Underwriters of Dallas. 





F & C Capital 
Cut $3,000,000 





Transfers Total to Surplus 
By Cutting Par Value 
of Shares to $10 





Ernest Sturm, chairman of 
the board of the Fidelity & 
Casualty Co. of New York, 
following the regular meet- 
ing of the board of directors 
Wednesday, made public a 
letter to stockholders of that 
company proposing a reduc- 
tion in the capital from 
$5,000,000 to $2,000,000 by 
reducing the par value of the 
shares from $25 to $10. The 
number of shares will remain 
200,000. 

A special meeting of stock- 
holders will be held on Dec. 
2 to act upon this proposal. 
For the purposes of this 
meeting the transfer books 
of the company will not be 
closed and those entitled to 
vote will be stockholders of 
record as of Nov. 30. 

In the resolution adopted 
by the directors they state 
that “in common with other 
casualty and surety com- 
panies this company has suf- 
fered during the current year 
because of the unusual 
underwriting conditions and 
depreciation of security in- 
vestments.” Mr. Sturm said: 

“To conserve the interest 
of the stockholders and to 
better the financial structure 
of your company the board 
of directors deems it advis- 
able to decrease the capital 
stock of the company.” 


Broadwayites Sing a Comic Operetta 


ndisdie 





[ 


Cast of “The Gypsy Rover,” a romantic musical comedy in three acts, which was presented 
hy the Effandee Club of the Fidelity and Deposit Company of Maryland in the Maryland 
Casualty Company Auditorium last Friday night. 


Casualty, Surety, Etc. 





WANTED! Men who live in 
OKLAHOMA SUCCESSFUL CLOSING 


to learn the interesting story 
qenerming agency contracts 
or open territory the South- P > ehiccti 

° rospects’ objections and excuses are no problem 
land Lite has to offer YOU. when the life agent knows the answers. The book- 
For the complete facts write let “The Close” helps Pan-American Fieldmen get 
Clarence E. Linz, 1st Vice-Pres. applications. 


If not now connected write for a copy of “Getting 
Acquainted with the Pan-American” telling more 
about this Company and its contracts. 





Part of Pan-American Fieldmen’s Training 





TED M. SIMMONS 
Manager United States Agencies 


CRAWFORD H. ELLIS E. G. SIMMONS 
President Vice-Pres. & Genl. Mor. 





HARRY L. SEAY, PRESIDENT 
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CENTRAL STATES LIFE The Pioneer Book on Life Sales Demonstrations 
INSURANCE COMPANY | | FIFTY INTERVIEWS 
—FIFTY SALES 


Policies for all ages 1 to 70. 


Children’s Policies with Beneficiary Insurance. A 

Both Participating and Non-Participating. Compiled by KENILWORTH MATHUS 
Disability and Double Indemzaity. 

Surgical and Dismemberment Benefits. 
Non-Medical. Standard and Non-Standard. 
Sales Planning—Circularization Department. 
Perseverance and Producer’s Clubs. 

Special Monthly Premium Plan. 


NEW FAMILY INCOME PROTECTION POLICY 
Now, over $100,000,000 insurance in foree 
Write direct to Home Office 
ST. LOUIS 


A book that is 
different, contain- 
ing over 50 sales 
demonstrations in 
dialogue form on 
family income, re- 
tirement income, 
investment angles, 
younger ages, 
professional pros- 
" pects, pure protec- 
tion, insurance 
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BUILD CLIENT GOOD WILL trusts, program 
Nothing succeeds like success; nothing builds good «ill ming on business 
quicker than a handsome MONARCH WALLET pre ° 
sented to clients who give you worthwhile business. We insurance. 
make them im a variety of styles, Black, Cordovan Brown 
and De Luxe, and gold stamp them in any quantity . 
Each wallet 1s supplied with eight envelopes and summary The Approach—the Interview—Closing 
card. If you want to insure tomorrow's business, pre - - , " 
sent a MONARCH today—it never fails. Business built —Answering Objections—Conserv ing and 
on the good will basis pays real dividends. Holding Business—ALL IN DIALOGUE. 

THIS IS THE BOOK FOR YOU! 


WRITE FOR PRICES 


THE SPECTATOR COMPANY 
243 West 39th Street, 
New York City. 


Send me ......++++-- copies of Fifty Interviews—Fifty Sales 
and I will pay as indicated. O Cash herewith. O Upon receipt 
of bill. Price $2.50 per copy. 










THE HAGERSTOWN 
LEATHER COMPANY, Inc. 
HAGERSTOWN, MARYLAND 
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Policy Proceeds Go Where Directed 


(Concluded from page 9) 


pel the surrender of so much of the 
income as is in the opinion of the court 
not required to support the beneficiary 
according to his station in life. 

(c) The creditors of the beneficiary 
who is entitled to the capital after the 
death of the life tenant may deprive 
such beneficiary of his right to receive 
the same. 

In connection with this subject one 
frequently hears the expression “Spend- 
thrift Trusts”. In other states, one 
may provide in a trust agreement that 
none of the benefits accruing to the 
beneficiaries of the trust may be reach- 
ed by their creditors. A trust contain- 
ing such a provision constitutes a 
Spendthrift Trust in its true sense. 
Such a trust is not possible under our 
law and the best that can be done is 
to provide that if at any time the 
creditors should become entitled to 
exercise the rights which we have here- 
inabove set forth, then the beneficiary 
shall cease to be entitled to receive 
any further income and the trustee 
shall pay the income to other parties, 
for instance, the wife and children of 
the beneficiary. Such an arrangement 
of course contains many dangers and 
pitfalls and is therefore not altogether 
satisfactory. 

Life insurance is thus seen to be a 
special favorite of the law. 

While the advantages of Section 15 
of the Personal Property Law are not 
available to the beneficiaries of what is 
known as a “Life Insurance Trust” 
that is, the arrangement by which the 


insured directs payment of the proceeds 
of his policies, in case of death, to a 
trust company or other trustee, who 
will hold the same and pay income and 
principal to the beneficiaries according 
to the provisions of the trust agree- 
ment, the foregoing should not be con- 
strued as in any way indicating an 
absolute preference for modes of settle- 
ment over life insurance trusts. It 
would be rash indeed to decide pref- 
erence between two available methods 
merely upon one point out of the many 
to be considered. The writer recently 
discussed some of the legal aspects of 
life insurance trusts in another publi- 
cation. Here he confines himself to the 
mere statement that the choice between 
the two methods requires an intimate 
acquaintance with both and a careful 
consideration of the interests of the in- 
sured and of his dependents. In some 
cases the decision will indicate pref- 
erence for a life insurance trust, in 
others for modes of settlement and in 
still others a combination of both meth- 
ods may be the best solution. 

It goes without saying that decent 
people consider a debt not merely a 
legal but also a moral obligation; re- 
gardless of any provision of law, many 
debtors will rather forego the necessi- 
ties of life than see their creditors un- 
paid. Nothing contained in our law 
prevents such a debtor from turning 
over whatever he may have, to his 
creditors, but such act will be volun- 
tarily, as far as life insurance moneys 
are concerned, rather than compulsory. 


41 


It seems to the writer that the true 
significance of the two provisions of 
law which we have here discussed is 
not so much the actual protection 
against claims of creditors which cer- 
tainly will be made use of by only a 
small number out of the hundreds of 
thousands of policyholders, but rather 
the expression of a public policy that 
may be summarized as follows: Our 
law favors life insurance as the ideal 
means of providing for dependents; it 
realizes that a sturdy citizenship pre- 
fers self help to governmental aid and 
incidentally that the carrying of life 
insurance by our citizens relieves the 
state from the burden of supporting the 
indigent; it considers provision for our 
dependents more important even than 
the payments of our debts; it, there- 
fore, surrounds life insurance with the 
most extraordinary protection against 
the claims of creditors. 

The law has spoken. The duty of 
life insurance men is now clear: they 
must point out these remarkable ad- 
vantages, this unique position of life 
insurance as an investment, to their 
present and prospective clients, and see 
to it that every mode of settlement now 
outstanding, or hereafter entered into, 
contains the necessary provision so as 
to secure exemption from claims of 
creditors. For the sake of convenience 
the following language is suggested: 

“The benefits accruing under the 
aforesaid policies and under the within 
agreement shall not be subject to legal 
process except in an action to recover 
for necessaries. The within clause is 
intended to comply with and to be con- 
strued under Section 15 of the Personal 
Property Law of the State of New 
York.” 





Missouri State Life 


(Concluded from page 15) 


— day. 
indicating the possibility of wot 


pany stocks held by compa- 
nies under his control, it 
was reported here on Mon- 
Simultaneously spokes- 
men for Mr. Dorsey flatly 


Philadelphia Meet 
(Concluded from page 15) 


He stressed the importance 


Philadelphia’s former mayor, 
I cannot overestimate the 


service to the community 
rendered by the insurance 
agent. As an inducer of 











some sort of truce prior to 
the annual meetting of the 
stockholders on Jan. 19, 1932. 
However, it definitely means 
that both factions realize 
that the best interests of the 
company demand that until 
there is a new line up on the 
board they must pull to- 
gether as much as possible. 
But the battle for control of 
the company is still being 
carried on vigorously and 
probably will be continued up 
to the day of the annual 
meeting, unless something 
develops in the meantime to 
change the entire situation. 

CHIcAGO, Nov. 23.—A hold- 
ing company now is being 
organized by Machir J. Dor- 
sey and associates to take 
over the life insurance com- 
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denied that any negotiations 
now are under way between 
the Inter-Southern Life and 
the Nims-Taylor faction of 
the Missouri State Life 
whereby they would acquire 
the 148,000 shares of Mis- 
souri State stock held by the 
Inter-Southern. A_ report 
that such a deal was con- 
templated came from St. 
Louis this week. 

The proposed holding com- 
pany, which is being organ- 
ized independently of the 
Nims-Taylor faction, would 
take over the stock of the 
Inter-Southern Life and the 
Northern States Life now 
held by the Security of 
America, and the Missouri 
State stock held by the Inter- 
Southern. 





of considering the client’s 
real estate, securities, income 
and other insurance, as well 
as his personal preferences. 
He gave an actual case, from 
the very first letter through 
selling the suggested plan 
and “co-relating a scientific 
analysis of all the sentimen- 
tal and material factors that 
govern the situation.” 





prodigals to care for them- 
selves and dependents, and 
as a vital factor in raising 
the health standards of the 
community, I am a firm be- 
liever in the fine auxiliary 
aid rendered by the insur- 
ance man in the progress of 
municipal government.” The 
meeting was well attended. 





Tribute to 





Insurance 


Mayor-elect J. 
Hampton Moore, 
in his talk, paid 
tribute to life in- 
surance and in- 
surance men and 
to their value to 
the community. 
Said he: “In my 





Assistant Actuary 


Wanted by Eastern company. State 
qualifications; 
present duties and salary. 
munications will be treated as con- 


fidential. 
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experience; age; 
All com- 
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experience as 
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Prominent Agents and 
Brokers 


Actuarial 








Leon Irwin & Co. 


NEW ORLEANS, LA. 


Insurance Since 1895 


Brokerage Lines Solicited 








Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Cc. ] 7 4  . Te 
Examinations Valuations 
25 CHURCH STREET NEW YORK 











MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


500—Sth Ave.—at 42nd Street 
NEW YORK 


WOODWARD, FONDILLER and Ryan 


Consultants 


Actuarial, Accounting and 
Management Problems 


90 John St. New York 


DONALD F. CAMPBELL 


CONSULTING ACTUARY 
160 Ne. LA SALLE ST. Telephone Sate 7298 








JAMES H. WASHBURN, F. A. I. A. 
Cengulting Actuary 
LIFE INSURANCE—Ordinary, Intermediate, 
Greup, Industrial and Special Classes 
WORKMEN'S COMPENSATION 
Expert Adviee en Domestic, Trepical and 
Semi-Trepical Business 


2004 WEST END AVE., NASHVILLE, TENN. 


J. Charles Seitz, F. A. I. A. 


Consul ctuery 
Author “A System and Accounting for a Life 
i Insurance ny" 
Attention to 
Legal Reserve, Fraternal , and Assessment 


228 North La Salle Street, Chicage, Ilinets 
Phone Franklin 6559 





Haight, Davis & Haight, Inc. | 
Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 


GEORGE B. BUCK 


ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


150 NASSAU ST. NEW YORK 


JNO. A. COPELAND 
Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 





ERSTON L. MARSHALL 


CONSULTING ACTUARY 


301 Iowa Building 
DES MOINES, IOWA 














L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 











Inspections 
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T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg. Oklahoma City, Okla. 














FRANK M. SPEAKMAN 


Consulting Actuary 
Associates 


Fred B. Swarts, ©. P. A. 
Ww. L. Olayton 
E. P. Higgins 


THE BOURSE PHILADELPHIA 

















ALEXANDER C. GOOD 


CONSULTING ACTUARY 


807 Paul Brown Bidg. 
St. Louis, Mo. 


and 600 Securities Bidg., Kaneas City, Me. 











J. H. O7PROURKE, Jr. 


UNDER COVER AND STRAIGHT 
CLAIM INVESTIGATIONS 
PHONES: 
GERMANTOWN 5108 
PHILADELPHIA, PA. 


LOMBARD 1674 
DREXEL BLDG. 











 canEnEEEeneeeieem 


The Second Supplement | 
to The Handy Guide, 1931 


The second supplement to The 
Handy Guide to Premium Rates, Ap- 
plications and Policies, 1931 edition, 
has been issued by The Spectator 
Company. This supplement contains 
new policy forms and premium rates 
of the several companies, thus bring- 
ing The Handy Guide fully up to 
date. 

Copies of this supplement will be 
supplied to those subscribers to The 
Handy Guide whose names appear 
on The Spectator Company’s books, 
at 35 cents each, while the price to 
non-subscribers will be 50 cents. 
The three supplements to the 1931 
edition of The Handy Guide will be 
furnished to subscribers to that book 
for $1.00. 


Orders should be addressed to 
THE SPECTATOR COMPANY 
Division of United Business Publishers, Inc. 
243 West 39TH St., New Yor«, N. Y. 
Chicago Boston New Orleans 

















INSPECTORS! EXAMINERS! 


UNDERWRITERS! 


2nd Edition—Revised & Amplified 
BUILDING CONSTRUCTION 


as Applied to Fire Insurance 


By DOMINCE & LINCOLN 
Fire Insurance Inspection 


Authors of 
and Underwriting 


This book contains everything a fire insurance man ought to know 


about Building Construction. 


Purchase this book and watch your losses drop. In plain non-tech- 
nical language—all the mystery of this important part of the Business 


is removed. 


Price 82 per copy 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 
243 WEST 39th STREET, NEW YORK, N. Y. 
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